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CORDAGE 


Ask your jobber about this new King Cotton Marine 


Rope Rack...or write us for more information. 


107 DUANE STREET > NEW YORK 8, NEW YORK 





SELL THE fines BRAND 


The Diamond brand has been on forged steel 


products for fifty years. 


Diamalloy wrenches are drop- forged, machined 
and hardened to endure many years of hard 


usage. 


Look at your brand of wrenches and make sure 


you are ordering and getting the best — 


Diamond-Diamalloy. 


“There is nothing finer than a Diamond” 


Stocked by leading wholesalers 


DIAMOND TOOL aid 0/00 Ce 
+ 
DULUTH - MINNESOTA f 0's TORONTO + ONTARIO 
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MAKING MONEY IN POWER MOWERS 


4. . ~ 


LAWN-BOY REPORT - DECEMBER 18, 1958 


—_ — __ 
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Sales Manager 


Lamar, Missouri. Division Outboard Marine Corporation 
Johnsen aii Evinrude Outboard Motors 
In Canada: LAWN-BOY, Peterborough, Ontario 











You're missing a giant 
new market if youre 
not selling this file 


Nichoison or Biack Diamond Round 


Smooth Double Cut Chain Saw file 


Today, professional cutters, farmers, tree sur- 
geons and many homeowners own chain saws. 
It's a booming market. It gives large—and in- 
creasing —sales to hardware dealers. It’s another 
sales opportunity for you. 


The Nicholson or Black Diamond Round Smooth 
Double Cut file is designed for sharpening the 
most popular type of chain tooth. It’s used by 
professional cutters. It's recommended by lead- 
ing saw manufacturers. 





° 
esto 
u. s * A. 


NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND 


(In Canada: Nicholson File Company of Canada Ltd., Port Hope, Ontario) 


This file is like no other for putting the bite back 
on dulled chains. It’s easy to use and quick. 
What's more, it’s safe for user and for chain. It 
does not alter the temper of the tooth. Users tell 
us they prefer it over other brands because ours 
needs no breaking in. 


Heavily advertised in lumber and farm publica- 
tions plus magazines for craftsmen. tf you want 
sie di 


in” on volume sales to a growing market, order 
from your wholesaler now! 





Spiral teeth maintain constant contact with work—bite with a velvet smoothness. No chatter. 
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Introducing 
a square 
rotating sprinkler! 


star of the ’*59 line of big-profit 


Green Spot Sprinklers 


Leading off the 59 line-up of GREEN SPOT sprink- 
lers is a new rotating sprinkler that waters a square! 
Retailing at only $2.95, this amazing GREEN SPOT 
sprinkler waters squares from 2’ x 2’ up to 35’ x 35’ 
and operates on water pressures from very low to 
high. It has anodized aluminum fins, a brass spray 
head and a tough “HIGH-IMPACT”’ base. It’s a 
sensational buy . . . a big-profit item. 

Ask your wholesaler or Scovill salesman about this 
new square Sprinkler, about the new Push-Button 
Oscillating Sprinkler, and the rotating and impulse- 
type sprinklers. To retail from $2.95 to $9.95. See 


SCOVILL MANUFACTURING COMPANY, WATERBURY, CONNECTICUT 


also the handsome, new Pistol-Grip Nozzle, the new 
““Y’’ Connector (to retail for only 60¢), the new Shut- 
Off Valve (retail, 98¢) and the many other profitable 
sprinklers, nozzles and hose repair items in the ’59 
GREEN SPOT line. Ask him now! 

The GREEN SPOT line is also available in Canada 
at slightly higher prices. 


Green Spot 


by COVILL 


ALSO MAKERS OF ALUMINUM LAWN EDGING 
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Editorial 


by W. A. Phair 
The challenge of tomorrow ... 


We are living in a truly wonderful world. At times it is a little 
confusing; occasionally a little frightening. But it is never, never dull. 


We have quite cleverly succeeded in mixing space travel and juve- 
nile delinquency. We have learned how to simultaneously juggle 
atomic power and civil rights problems. In retrospect it seems we 
have done a little better job in the complex fields of science, than we 
have in the nearer fields of human relations. Yet, with all these com- 
plications, it is a wonderful world. 


The fast pace at which we move, day after day, makes it a little 
difficult to fully uncerstand all the events that tumble over us each 
day. Yet, we must try to understand them so that we may effectively 
play our roles in this moving scene. 


The Christmas season has always been to me an especially appro- 
priate time for a little quiet thinking about the world and the future; 
a time to look at ourselves and our efforts in an objective fashion, and 
to try to fashion a way of life that fulfills our spiritual as well as our 
temporal needs. 


The strength, the courage and the wisdom that we need to face the 
challenge of tomorrow can be found in the spirit of the Christmas 
season, if we understand that spirit. 


The tinsel and the commotion of our Christmas celebration some- 
times cloud the spiritual significance of the season. But I am sure 
that the men and women who make up this hardware trade understand 
the meaning of this season, and its promise for tomorrow. 


It is human to see our problems as bigger and heavier than our 
accomplishments. Our adverse experiences always seem to outweigh 
our good luck. Yet, over the past year we have all had good fortune 
in fair share. 


When we of HARDWARE AGE look back over the past year we can see 
many, many reasons for being happy. We are ending this year with 
more readers than ever before in our history. We like to feel that this 
is so because we are being more helpful to each on2 of you. 


We can look back on a mail bag that was the heaviest in our memo- 
ries. Your letters encouraged us and guided us. We helped solve a 
few problems for you, and in turn many of you gave us the benefit of 
your experiences. 


In our visits around the country we have had the happy fortune 
of meeting some very wonderful and outstanding people. The hospi- 
tality that has been extended us on so many occasions can never be 
fully repaid. 

















Editorial 


continued 


In short, when we sum up the plusses and the minuses, the past year for 
us has had more on the plus side. Perhaps, with this background, you’! 
understand the warmth and sincerity of our hope that every one of you will 
enjoy a truly happy Christmas season. 


Is there a future... 


Who says there is no future in the hardware business? I guess we have 
all heard statements on this subject over the years. Yet each passing year 
demonstrates so clearly that there is opportunity in hardware for a man 
with imagination and a willingness to work. 


When I hear a man complain of the lack of opportunity in hardware, | 
think of the hundreds of new stores that have opened and are succeeding, 
of the many new products that have been introduced and have been ac 
cepted. 


HARDWARE AGE lived with many of today’s very large companies when 
they were small, one- and two-man operations ... men with an idea and a 
willingness to work. 


One man I especially think about when we talk about opportunity is a 
small manufacturer of a product used by some customers of hardware stores, 
but not usually carried by many stores. 


This man wanted to increase his sales. One day, while thumbing through 
a Sears catalog, he noticed that Sears listed the item he manufactured in 
the hardware section. 


Our friend reasoned from this, that perhaps his product could be sold 
in volume through hardware stores. He decided to try it. Today he enjoys 
a substantial volume of business from hardware stores. This man knows 
there is opportunity in hardware. 


Another person I think of is a dealer who opened a new store on the out- 
skirts of a large shopping center. In this center everybody seems to be 
selling hardware. 


Yet, this small dealer is doing very well, and turning in a nice profit. | 
asked him how he managed to do this under such difficult conditions. 


His answer was simple. “I believe,” he said, “that there are many people 
who are fed up with the confusion that exists in retail pricing and who are 
more interested in service. 


“The stores in the shopping center all talk price, but give no service. | 
talk service and I give service, real service. From the looks of things |! 
calculated correctly, as my profit and loss statement will prove.” 


So the next time you hear a man complaining of the lack of opportunity 
in hardware, mark him down as a man who wants success brought to him 
on a platter; a man without imagination or the willingness to work. There 
is still lots of opportunity in hardware for the right man. 
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No. 420 


CHAN ye, LOCK 





Hundreds of thousands of tool users 
buy this plier every year... 
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DO THEY BUY tI 
FROM YOU? 


Every year, hundreds of thousands of 

tool users .. . including your customers 

... lay their money on the line for the 

Channellock No. 420. They say no other plier 

does so many jobs so well. That’s why it will 

pay you to stock it... catalog it... display it 

up front. You'll like the fast turnover and the 
extra profits of America’s fastest selling plier. Send 


for our new catalog. 


CHAMPION DeARMENT TOOL COMPANY - MEADVILLE, PENNSYLVANIA 


IT’S EASIER TO STOCK JUST ONE LINE OF PLIERS... 


/ 4/ 
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IT’S PROFIT-WISE TO STOCK THE GENUINE CHANNELLOCK LINE 


HARDWARE AGE, DECEMBER 18, 1958 








WASHINGTON 


NEWS 


BY WASHINGTON 


Odds for new Fair Trade law are 
better because of Senate report 


You’il see strong attacks on discount houses in 
Congress next year. As a result, chances are a little 
brighter that a new federal Fair Trade law will pass. 

Both Senate and House leaders intend to find out 
how much discount selling is thinning the ranks of 
the nation’s small merchants. They'll get much of 
their ammunition out of a recent Senate Small Busi- 
ness Committee report on methods of discount houses. 

In the Senate, Sen. Humphrey (D., Minn.) and 
Proxmire (D., Wis.) say they’ll sponsor legislation to 
set up a federal Fair Trade system. It will be similar 
to a bill sponsored in the house by Rep. Harris 
(D., Ark.). It would replace sagging state Fair Trade 
laws with a federal system. 


P outlook 


Even with a stronger fair trade drive developing in 
Congress, Fair Trade legislation stands only a 50-50 
chance of passing. It will take strong support from 
back home. Work with your fellow local businessmen 
and see that your representatives in Congress know 
your stand now. 


New opposition mounting to curb 
growing military PX competition 

A new drive to control unbridled expansion of mili- 
tary post exchanges in competition with taxpaying 
private merchants is building up. 

In the first phase, a group of merchants has ap- 
pealed to the chief of the military exchanges to order 
all so-called list prices removed from goods before 
they’re sold to servicemen. This would take some of 
the sting out of exchange discounting. 

Also, the group points out, fictitious and deceptive 
list pricing is so widespread that the Federal Trade 
Commission is cracking down. 

An effort will be made to insert in the annual Mili- 


10 
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tary Appropriation Bill a provision prohibiting any 
federal money for exchange buildings, light, heat or 
personnel, to end subsidization of these operations. 


P outlook 

You can help control PX competition. Begin now col- 
lecting concrete examples of damage suffered from 
this subsidized competition (with military bases 
across the country, all merchants are affected). Mail 
these experiences to congressmen to back the drive 
to curb exchanges next year. 


You may have to raise wages if 
labor gets minimum wage boost 


Small firms are facing a sharp boost in pressure 
for higher wages for employees. 

This will be a fact if a drive sponsored by labor 
unions for a 25 percent increase in the minimum wage 
is successful. Even though stores aren’t affected di- 
rectly, a nation-wide boost would put pressure on 
stores to pay higher wages as they compete for work- 
ers. 


In a quick switch in political strategy, the unions 
now plan to put all their efforts into raising the mini- 
mum wage from the present $1 an hour to $1.25. 
Earlier plans to extend coverage to larger merchants 
will take a back seat. 


A higher minimum could have an even more serious 
impact on small merchants than extension would. It 
will affect more business generally and inflate more 
wages. 


P outlook 


Higher wages are in the offing unless all business men 
act. Get busy now and tell your congressmen your 
position on a higher minimum wage. Remind him 
that even if you aren't affected directly, you'll be hurt. 
Remember that in this drive strong grass roots’ in- 
terest could be the key to the outcome. 
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Master Jock Company. Milwaukee 45, Wis. 
Worlds Largest Padleckh TManufacturere 
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inventories... 


new car sales . 


sree1 . . . 2 


retail sales ... 


ee . ccc 


savings ..... 


HARDWARE BUSINESS 


OUTLOOK 


as the new year 
comes into view 


construction .. . 


A SUMMARY OF THE BUSINESS OUTLOOK FOR HARDWARE DEALERS 


... A last minute scanning of industrial news for 1958 shows busi- 
ness healthy and making steady progress in recovering ground lost 
in the 1957-58 recession. No boom is ahead. These barometers point 
to good, solid growth as 1959 rounds the corner: 


Housing awards have set new highs each month since April. New 
construction awards for all types of building in 1959 are predicted 
to reach between $50-53 billion, a $1-3 billion increase over 1958. 
Builders’ hardware sales should improve. 


Manufacturers’ inventories have leveled off after a full year’s 
decline. From now on inventories will be built up, but there still 
will be some shortages. Hand to mouth ordering is about over. 
Everyone is trying to build up basic stocks again. 


It looks like 1959 orders may equal 1956, close to a record year. 
Most dealers have a backlog that reflects the slowness of the 1958 
market. Big cars, imports, and smaller U. S. cars are headed for 
gains. An important yardstick for the economy. 


Weekly output averages more than 2 million tons, up about 10 per- 
cent over a year ago. A sure measurement of recovery. High demand 
for autos and new construction should keep rate high. 


Total retail sales went ahead of last year’s volume in the last 
quarter, and gave many dealers a chance to break even on the year. 


Some dealers will have gains. Many chains, department stores 
showed gains up to 10 percent each month in the last quarter. Spring 
sales should continue the trend. 


Bank loans, a reliable guide to the economy, started to rise in the 
last quarter, reversing a downward trend in the recession. Instal- 
ment debt began increasing, too, but is still under last year. Credit 
dollars are readily available. 


Consumer savings climbed steadily during the recession to increase 
more than $1 billion. This paradox stymies the experts. Customers 
have money to spend if you have something to sell. 


HA Recommendation: Beware of buying from hand to mouth. 
You'll have more lows and outs than you can afford. Prospects are 
bright for a busy spring as manufacturers and wholesalers rebuild 
inventories. Dealers with full shelves will get business others lose. 
Watch especially: power mowers, builders’ hardware, outdoor lines, 
and spring housewares and sporting goods staples. 





... turn to page 68 for more news on how’s the hardware business 
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Famous PINC OR 


Quality and Performance for 1959 









® New Complete Line 
® New Features 
® New Low Prices 





























































































619-8-TR* 19” Rotary 3 HP PINCOR Die-Cast Aluminum 
619-8 19” Rotary 3 HP PINCOR Die-Cast Aluminum 
619-BS-TR* 19” Rotary 22 HPB&S Die-Cast Aluminum 
619-BS 19” Rotary 2% HPB&S Die-Cast Aluminum 
622-8-TR* 22” Rotary 3 HP PINCOR Die-Cast Aluminum 
622-8 22” Rotary 3HPPINCOR § Die-Cast Aluminum 
622-BS-TR* 22” Rotary 2%HPB&S | Die-Cast Aluminum 
622-BS 22” Rotary 2%2 HPB&S Die-Cast Aluminum 
921-8-TR* 21” Rotary 3 HP PINCOR Stamped Stee! 
921-8 21” Rotary 3 HP PINCOR Stamped Stee! 
sp.92i-eTr: | “1” peirrop: | 3HPPINCOR | Stamped Stee! 
SP-921-8 ui lg 3 HP PINCOR Stamped Stee! 
SP-925-9TR* | 7 tangy 3% HP PINCOR | Stamped Stee! | 
SP-925-9 all ong 3% HP PINCOR | Stamped Steel 
P.925-9TR* 25” Rotary 3% HP PINCOR Stamped Stee! 
P.925-9 25” Rotary 3\%2 HP PINCOR Stamped Steel 
817-E 17” Elec. Rotary ™ eg Die-Cast Aluminum 
5518-BR 18” Reel | 2HPB&S Steel 

5521-BR 21” Reel | 2HPB&S Steel 














All Rotary Models hove staggered Wheels and off-set chute. Leaf 
Mulicher standard equipment on Rotary Models with the exception of 
the Electric Rotary. 

*TR—Designates ‘Touch and Go'', one knob control, and Recoil starter on Handle 


PINCOR the most complete line of Power Mowers feature the 
newest improvements for 1959. They offer you the: lowest 
prices and highest profits ever: New powerful Pincor engines 
with increased Horsepower: New cutting height adjustment is 
revolutionary; the new touch and go, 1 knob handle control is 
so easy for everyone to operate. Look for Pincor for 1959— 
Get the facts—write, wire or phone for full information. 
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Power Lawn Mowers « Electric Portable Power Tools - Gasoline Engines - Electric Generating Plants 
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HERE IS THE LATEST INFORMATION ON NEW MERCHANDISE 





Frost-proof wall hydrant 


Here’s a frost-proof wall hydrart 
available with an adapter end suit- 
able for %4-in. sweat connection 
outside and ™%-in. sweat connection 
inside. This hydrant controls water 
supply through a valve seat located 
within the warm home or building, 
at the end of an extra long stem. 
It prevents freezing and eliminates 
need for inside cut-off valves. 
Hydrants are offered in 8, 10, 12 


and 14-in. lengths. Mansfield Sani- 
tary, Inc. 


Fer more data circle No. 1 on postcard, p. 53 


Level has replaceable vial 


Fingertip adjustable, replaceable 
vials are features of this line of 
magnesium levels of two-piece con- 
structi3r. Vials are easily turned 
for proper adjustment. Levels are 
of extrvded magnesium I - beams. 
Levels are offered in seven lengths. 
The 24-28-30-48-in. levels have six 


14 





vials, four plumbs, two levels and 
the 72-78-96-in. levels have 10-vials 
with six plumbs and four levels. 
Weights vary from 1% lbs. each 
for 24-in. levels to 6% Ibs for 96-in. 
size. Columbian Vise & Mfg. Co. 


For more data circle No. 2 on postcard, p. 53 


Plastic model utility basin 
Homeowners, campers and farm- 

ers will want this all-purpose 

Lustro-Ware utility basin molded 


of high density, boil-proof poly- 
ethylene. It can be sterilized with 
boiling water and will withstand 
heat of an automatic dishwasher. 
This 44%-qt basin is unconditionally 
guaranteed against rust, will not 
chip, dent or peel. Its finish is un- 
affected by disinfectants, bleaches 
and cleaning fluids. Strong roll rim 
has hole for hanging. Priced at 
98¢ in white, red, pink, yellow and 
turquoise. Columbus Plastic Prod- 
ucts, Inc. 


For more data circle No. 3 on postcard, p. 53 


Low-priced spinning reel 


Sportsmen who want a low-priced 
spinning reel will want the Dyna- 


spin listing at $12.95. It is an 
open-face model with automatic full 
bail having front-adjusting multi- 
ple drag, anti-reverse, audible click. 
It weighs only 7% oz, features easy 
spool change, removable handle, 
convenient hook holder, hardened 
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Want more information on these 
products? Then use free post- 


card on page 53. 


THAT CAN HELP YOU BUILD BETTER STORE PROFITS 





stainless steel line roller and heavy 
nickel and chrome plating. Amer?- 
can Tackle Div. True Temper Corp. 


For more data circle No. 4 on postcard, p. 53 


Drop-forged hunter's axe 


The Tiger hunter’s axe is a com- 
petitively priced tool to retail at 
approximately $3. It is drop-forged 
from high quality American-made 
steel. It is finished in bright yellow 
and polished steel with three-color 
label on head. Axe is fitted with a 
14-in. solid hickory handle, preci- 
sion fitted to assure permanent 
grip without breaking the eye. This 





axe has 114-lb head. Mann Edge 
Tool Co. 


For more data circle No. 5 on postcard, p. 53 


Snap-lock dryer vent kit 

Owners of gas or electric clothes 
dryers will want this snap-lock alu- 
minum dryer vent kit. It has a new 


attractive display carton that will 
get their attention. Each part is 
crimped on one end, smooth on the 
other. Parts can be put together 
easily and firmly with no soldering. 
Adjustable elbows pivot in any di- 
rection for angling pipe. Pipe sec- 





tions may be cut to any desired 
length with a pair of snips or a 
hacksaw. Penn Supply & Metal 
Corp. 


Fer more data circle No. 6 on postcard, p. 53 


5-blade power saw kits 


The Wen model 505 universal 
power saw is now available in a 
handy, heavy-gage metal kit with 
five assorted blades. Used as a rip 
Saw, jig saw, cross-cut saw, coping 
saw, scroll saw, hack saw and key- 
hole saw, it cuts a 2x4 in seconds, 
and steel up to % in. thick. It will 
cut wood, plastics, metals, leather, 
hard rubber, composition board, etc. 
It has a 115-volt AC, DC 1.8 amp 
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motor. Lists at $32.95. Wen Prod- 
ucts, Ine. 


For more data circle No. 7 on postcard, p. 53 


Paper punch with gage 

Your customers will like two ex- 
tra features offered by this popular 
priced paper punch. It has a paper 
gage that measures the depth of 
reach and a built-in receptacle for 
clippings to eliminate mess. The 





(Continued on page 50) 


15 





70 HELP YOU SELL 





NEW DISPLAYS AND OTHER DEALER AIDS TO 


Want more information on these 
sales aids? Then use free post- 


card on page 53. 


HELP YOU SELL MORE 





Skin pack drill accessories 


Ten of the most popular electric 
drill accessories are now available 





in skin-packed cards designed to fit 
a compact counter display. The 
display has a maroon perforated 
board and wrought iron legs. Fur- 
nished with six each, of 5 and 6 in. 
sanding disks, wire wheels, rubber 
backing pads, lambswool polishing 
bonnets, grinding wheels, 10-piece 
drill bit sets, adaptor sets, buffing 
disks and jig saw blades. Portable 


Electric Tools, Inc. 
For more data circle No. 8 on postcard, p. 53 


Valentine pan promotion 
Sales-tested zip-pack counter dis- 

plays and twin-pack Reddy-Mix 

Sweetheart layer cake pans are of- 








fered to capitalize on Valentine’s 
Day. Seamless Ekcoloy pans are 
offered in twin packs for perfo- 
rated board display and zip packs 
for counter display. Retail prices 
39¢ in zip packs and 79¢ for twin 
packs. Streamers and header cards 
are offered. Pans are available 
with and without pre-pricing. Chi- 
cago Div., Ekco Products Co. 


For more data circle Neo. 9 on postcard, p. 53 


Marine brush merchandiser 


This Marine Selecta-Brush mer- 
chandiser is designed to help deal- 
ers promote ‘SVooster Yachtmen’s 
white bristle brushes. It rotates for 
easy selection and holds six differ- 





ent brushes ranging from 1 to 4 in. 
size. Unit is made of heavy-gage 
painted wire and colorful display 
panels. Brush sizes are indicated 
and there is space for retail pric- 


ing. Wooster Brush Co. 
For more data circle No. 10 on postcard, p. 53 


Cellophane tape display 


Here’s a display which requires 
no counter space to show Cello- 
phane tape. Display basket is easily 
mounted on back of any standard 
cash register. Basket is free with 
a Bear Cellophane tape deal. White 
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wire basket is 4% x 15% in. with 
colorful lithographed sign. Display 
contains two of most popular sizes 
of Cellophane tape rolls. Basket 
contains 48% x 200-in. rolls, re- 
tailing at 25¢ and 24% x 400-in. 
rolls retailing at 39¢. Behr-Man- 
ning Co., Div. of Norton Co. 


For more data circle No. 11 on postcard, p. 53 


insecticide products deal 


You will get a lot of attention 
for your line of Black Leaf insecti- 
cides with this colorful Garden Cart 
display offered free with a special 
deal. Customers will want the free 
Lawn & Garden Maintenance Guide 
offered in the bird house part of 
the dispiay. The heavy-duty cor- 





(Continued on page 60) 














ANNOUNCING 




























INSERT 
HANDLE 





AMES NEW... 







REPAIR HANDLE 


Fits all hollow 
back shovels, 


spades and 














scoops. 

aN WyNVA NUE U wl Mypiij.7/ 
As illustrated the AMES DRIVE- gsi ti may 
EZY repair handles follow 3s BB 
the curve of all Hollow _ Zz 
Back Shovels, Spades = = 
or Scoops. The secret is Bz S 
tn the wp sciing witch \S 
in the split sawing which Win WY 


/ ae nth 
makes the end flexible. It will drive ANH RN mA HNC iN 
easy “as is” but the job is made still easier by — 


1. Soaking in hot water — 2. Applying oil or soap. 










Just knock the old handle out and 
drive the new one, (as illustrated) 


on any hard surface. In the case : 
Truly the answer to reducing 


and simplifying your repair 
handle stock. Your distribu- 


of a short handle, be sure to pro- 
tect the end of the D with a 


cloth or newspaper so tor should have it — ask 
as to avoid roughing. him about Ames “Drive-Ezy” 
(See insert) handles. 








AMES 














7, ee Ot a a | 
0. AMES CO. jrrccrssurs, 








Ames also manufactures the famous line of Ames Maid metal household furniture and the new line of Ames-Aire casual furniture. 
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Bid Changes Ahead ' 











Predictions indicate that we are entering into America’s 

fastest growing quarter century. Each year will be a growth year 
resulting in a population increase of fifty percent in the next 

25 years. Each year will see an increasing number of new households 
formed and by the end of the next quarter century, new households 
will be set up at the yearly rate of 1,200,000. Six million 

babies will be born every year! 


To the business man, this tremendous growth means the 

creation of a vast new market for every kind of household product. 
Ekco believes the lion’s share of this great new market will 

go to the manufacturers and merchants who consistently serve with 
integrity . . . sell and advertise quality brand name merchandise .. . 
and build customer confidence in themselves and in their products. 


That is why Ekco has never and will never compromise with 
quality. Every Ekco product . . . whether the finest 

Flint Kitchen Tool or a utilitarian Potato Peeler . . . is the highest 
quality product in its price range. With this policy Ekco 

assures its future and the future of the stores which carry its wares. 


When you make it your policy to sell quality brand-name 
housewares like Ekco products, you assure your share of the big 
bright business future ahead. 





ANOTHER REASON WHY IT’S GOOD BUSINESS TO DO BUSINESS WITH EKCO 





FKCO) 
FLINT| 














Ekco Products Co., Chicago 39, Illinois 
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RUBBERMAID 


5" 


ANNIVERSARY CELEBRATION SALE! 


January-February Promotion featuring the fastest-moving regular 
Rubbermaid items at reduced prices—with full profit margin to you 


Sell Savings on These Proved Volume Sellers 
















Se 

5 See 

a5 ee | 
SUR pes, 


No. 





No. 1221 SINK DIVIDER MAT No. 1304-1370 STOVE MATS 


SEE OTHER SIDE OF PAGE FOR DETAILS r 





No. Description 


25-1170* | Drainer Tray 


15%" x 15%” 





25-1171* | Drainer Tray 


16” x 20%” 


25-1221* | Sink Divider Mat 
10%” x 14” 





*#25 prefix identifies Rubbermaid’s 25th Anniversary 

Sale merchandise. Each item carries a regular Rubber- 
maid label . . . plus SPECIAL 25TH ANNIVER- 
SARY SALE LABEL. All items are film-wrapped 
and are packed in shipping cartons clearly identified 
as special anniversary sale merchandise. 


F R EE! Special 25th Anniversary Sale Promotion 
Materials packed in each carton of #25-1171 Drainer Trays 


Here are your traffic-building 
a5 th Anniversary Sale items 


Every one of these fast-moving Rubbermaid items are the biggest sellers of 
their type in the country . . . even at regular prices. They’Ill go faster than ever 
during January and February at reduced 25th anniversary sale prices. 


REGULAR RUBBERMAID PACKS AND COLORS ... SPECIAL 25TH ANNIVERSARY PRICES! 












Regular 
Retail Retail For Each 


Special Anniversary Std. Shp. 
Shp. Ctn. Wt. 


2m $918 3 | 9 Ibs. 
$3.29 $999 


Colors 


Red, White, 
Black, Yellow, 
Pink, Turquoise 


Red, White, 
Marbleized 
Black, Yellow, 
Pink, Turquoise 


$130 





Rubbermaid 


mS» 


Anniversary Sale 


regularly £159 

















th 





Rubbermaid 








Color Banner for window or wall. Size 28” x 14” 


Anniversary Sale 
big savings now 


i\\\ ¥ 
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Special Rubbermaid 25th Anniversary 
Sale Ad Mats...feature all 7 big volume items. 


ORDER YOUR SPECIAL ANNIVERSARY SALE MERCHANDISE AND PROMOTION MATERIAL NOW! 


RUBBERMAID INC., WOOSTER, OHIO 
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A Guide To Forecasting '59 Sales 


You can sell more in 759 


Here is the start of your program to make more sales and, more 
profit in 1959. Use this Guide to check local business 
conditions, to set up your estimate of sales by departments 


and to schedule promotions and advertising to reach your goal. 


1959 will be a good year for sales and profits. Business fore- 
casters predict sales in 1959 will be as good as in 1958, possibly a 
bit better. The first half of 1959 is expected to continue the up- 
swing in sales and profits that started this autumn. 

From this point it is up to you to carry on, as to forecasting 
1959 sales and profits in your store and setting up programs to 
reach your goal. 

The national business picture is bright. Now you have to con- 
sider local factors that will influence sales in your community. 
Also, you have to consider how these local factors will influence 
sales in your store. 

Here is a Hardware Age (Guide to help you make your own 
prediction. This is a step-by-step look at the immediate future 
and what the months ahead will mean in sales and profits. 
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Step 1 


How much 
did you 
sell 


in 1958? 


The final step in setting up your 1959 goal is to decide how much merchandise 








you can sell. But your start is in looking at what volume you had in 1958. 


Fig. 1 is a table that gives you the first and last step in making your personal 
forecast. 

Fig. 1 lists the months, and the percent of the year’s total business broken down 
into months. The percentages are the government’s estimate of hardware store 
sales, month by month, for 1956-57. 

You can write the actual sales volume of your store under the column headed 


“1958 actual sales in my store.” 


The national sales figures are given in percentages so you can compare your 
actual figures and see the pattern of how sales in your store vary with the national 


pattern by months. Now you have a foundation for your forecast. 


Fig. |—Sales volume by months 









































For Step | fill in this column YW For Step 4 fill in this column 
Percent 1958 Estimeted 
of your's actual sales 1959 sales 
tota! 

in my store in my store 
sales (1) 
Month 
Jan. 6.35 
Feb. 6.12 
March 7.37 
April 7.95 
May 9.22 
June 9.29 
July 8.66 
Aug. 8.61 
| Sept. 8.34 
Oct. 8.84 
Nov. 8.58 
Dec. 10.60 

















(1) Commerce Dept. averages for 1956-57 retail hardware store sales, os published in Hardware Age 
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Step 2 


Will 

local 
business 
be better 
in 1959? 


The national business picture is brighter than it has been for several years. 
But, what about conditions in your community that influence traffic in your store? 

For example, are new highways planned that will divert, or increase, traffic 
passed your store? Are new factories coming into your town? Will local payrolls 
be larger next year? Are farmers in your territory likely to benefit from new 
government programs next year? Are new housing developments likely to siphon 
off customers? 

Answers to these, and similar questions, can be given in Fig. 2. 

Some of the answers you know already. Other answers you can get by talking 
with the manager of your Chamber of Commerce, the editor of your newspaper, 
and other businessmen. 


Fig. 2—A check list of local business conditions 


Here are local factors that influence traffic, sales and profits 
in your store. Check off whether these factors, and any others 
that apply to your community, will help or hinder sales. If 
you check off more "Yes" answers than ''No" answers 

the possibility of achieving your 1959 sales goal is better 


Yes No 





Are new highways planned for 


my community? 


If your answer is "Yes" will 


they help traffic in my store? 





Are new factories coming to 


my community? 





Are payrolls likely to be 
higher in '959? 





Will farm income be greater? 





Are new housing developments 


planned for my community? 





Are any new housing developments 
likely to increase or decrease 


traffic in my store? 
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Step 3 


What can 
you do to 
build 
store 
traffic ? 


24 


You control many factors within your store that influence traffic, sales, and 
profits even if you have little control over the general business conditions in your 
community. 

Fig. 3 lists factors, within your store, that can help you to your 1959 sales goal. 
Note that two decisions are needed to answer the questions given plus any addi- 
tional questions you want to consider. 

The two decisions will help you with your planning. Advertising, promotions, 
demonstrations are more productive of sales if they are planned well in advance. 

The time to make your general plans is now. That sets up a time-table. Then you 
can use this general time-takle to fill in the details, month-by-month. 

One big factor that influences sales, given in Fig. 3, is the enlargement or mod- 
ernization of your store during 1959. Space is a basic problem of hardware dealers. 
One sure way to increase sales is to get more display room and use it to show your 
customers more lines, and more numbers within your present lines. 


Fig. 3—Check list of missing profit opportunities 


Here is a check list of promotions, and store improvements 
that will influence 1959 sales opportunities 


Yes No what month? 





Should | start my toy promotion earlier? 





Should | start my giftwares promotion earlier? 





Should | start my spring goods promotion earlier? 





Should | promote interior painting for a 


holiday paint-up program? 





Should | promote outdoor painting earlier? 





Should | step up promotions of fishing tackle? 





Should | step up promotions of guns? 





Should | put on more hand and power tool 
demonstrations? 





Should | step up promotions on housewares? 





Will | modernize my store in 1959? 





Will | add more display space in 1959? 





Will | add more outside display space? 





Will | add more lines in 19597 








Will | increase numbers in lines now handled? 
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Step 4 


How much 
do you 
expect 
to sell 


in 1959? 


Now you are ready for the final step. 

So far you know the broad, national business picture. 

You have looked carefully at conditions in your community that influence 
business. 

You have checked your merchandising program and decided in broad outline 
what you want to do in 1959 to bring in more traffic, make more sales. 

The question now is, how much more business do you want in 1959 than you 
had in 1958. 

The answer you can put in Fig. 4, by departments, and also in Fig. 1 under the 
column heading “Estimated sales 1959, by months.” 

Be generous in the added amount of business you want to do in 1959. But be 
fair with yourself. Set a goal you can achieve. 

Even if all factors seem negative, figure in the inflation factor. Maybe popula- 
tion, employment, payrolls and total income for your community are likely to re- 
main constant. You still have to account for around a 3 percent dollar volume gain 
just to stay even. 

Now that you have set down the basic figures for 1959 you have actually charted 
your course, ready to start your program for more sales, more profits, as soon as 
you have taken inventory. 


Fig. 4—My sales quota by departments for 1959 





. Store department 1958 volume 1959 goal 





Paint 





Housewares 





Giftwares 





Toys 





Power tools 





Appliances 





Electric housewares 





Hand tools 





Fasteners 





Shelf hardware 





Builders’ hardware 





Steel goods 





Spring, outdoor |ines 





Plumbing 





Electrical 
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It pays to get an 
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accurate inventory 


Inventory taking is just a few days away. This is one of the most 


important single jobs you have to do all year. Plan you inventory 


taking so you'll get an accurate counting of your merchandise. 


How important is your annual inventory- 
taking? 

Is it a job you dread, and hurry through as 
quickly as possible? 

Or do you view it as a vital part of your store 
management? 

Inventory counting is one of the most crucial 
jobs you do all year. To get the full benefit 
from inventory-taking you must do it with a 
great deal of care. In a few weeks you will be 
climbing around bins, and when all the figures 
are tallied you will have an idea of how much 
merchandise you sold in 1958. The inventory 
report will help you make management decisions 
for next year. 

The hardware trade spends many days during 
the year buying and merchandising stock. But 
it usually spends only one day a year to find out 
if the effort has been profitable. This is reason 
enough to demand a well planned inventory. 

The importance of inventory taking to the 
overall profit picture has lead many dealers and 
wholesalers into taking a second inventory, in 
June or July. This is good for those who can 
afford it, for it gives exactly twice the oppor- 
tunity to correct mistakes and improve profit. 

If one inventory a year is your limit, make 
it count. Don’t look at it as an objectionable 
task, but rather as an opportunity to improve 
profits through tightening your control of stock 
and systems. 

For basic steps in inventory taking 
please turn to page 28... 








Where to get these inventory sheets 


These inventory sheets were designed for the 
convenience of dealers by Hardware Age. 
Two types are available: 


White Sheets, with space for listing 5200 
items per 100 sheets, are $1.35 per hundred 
from 100 to 500; $1.10 per hundred for 500 
or more. 


Yellow Sheets, with space for listing 6600 
items per 100 sheets, are $!.75 per hundred 
from 100 to 500; $1.62 per ‘undred for 
500 or more. 


Prices are postpaid. Send check or money 
order to Reader Service Departmen’, Hard- 
ware Age, Chestnut & 56th Sts., Philadel- 
phia 39, Pa. 





HARDWARE AGE, DECEMBER 18, 1958 


> 








MAKE LOCATIONS ~: 


SPECIFIC FOR 


POST-INVENTO \ 
EXTENSIONS 


PERSON WHO ENTERS 


NUMBER SHEETS 
SO YOU KNOW IF 
_ ONE IS LOST 





POsT- 
INVENTORY 


REFERENCE ™~ 


HARDWARE AcE INVENTORY 


cc 409 


ent“ Hardware — ENTERED BY - 


LOCATI o 7 


DEP. 
PRICED BY 








EXTENDED 


ORD rrce Pe 


pare / 





CHECKED BY 








—_— 


PERSON WHO 
erie: SES 
NTiRE INVENTORY 


CHECKED aa a 
ERRORS EXM’D BY 
\YOUR SIGNATURE 


Do Not Mix Your Single Unites With ith Bosees, oF Bocene | ith Gross Quantities. 1S APPROVAL OF 
INVENTORY 


PERSON WHO—— 
COUNTS IS = A 


RESPONSIBLE 
FOR ACCURACY 


Keep Your Fi igures and Fractio meinthe Coleens Be Extr reeely Carefe 1 Theat You 











Published by HARDWARE AGE, ‘Chestaut & S6th | Sts. | Philadelphia 39, Pa. 

Se ee ae Age f | T, PRICE 
ARTICLE WITH NUMBER OR SIZE Quantity s cos 

en : 2 Se ; rept etepend)| 


yee IP eA, 4 | 
Pe | kom ce ere mee IIZT. / : 








> OUTS-LOWS- 
DAMAGES 





BE SPECIFIC 











. RETAIL FOR ONE 
OF TOTAL QUANTITY 
SHOWN IN SECOND 
COLUMN 























































































































\ 


BE CONSISTENT 
WITH COST PRICE 
QUANTITY-DOZEN ? 
GROSS ?-TEN-PACK ? 


BEST AND SIMPLEST , 
COST FIGURE IS*EACH’ 
EVEN THOUGH YOURE 
BILLED BY DOZEN, 
GROSS ORTEN 


MUST BE CONSISTENT 
WITH QUANTITIES 
AND UNITS 


QUANTITIES LISTED 
MUST BE CONSISTENT 
WITH UNIT PRICE 





HARDWARE AGE, DECEMBER 18, 1958 














11 basic steps in taking a good inventory 


@ Order enough inventory sheets (such as those 
in illustration), and other supplies such as soft 
pencils. 


@ Allow enough time, at least one full day when 
store is closed, for a careful accounting. Set up 
coffee breaks for inventory counters to slow the 
pace. Haste makes waste. 


@ Estimate how much help you'll need for the 
job, and recruit extra help in advance. 


@ Be sure that all fixtures are numbered ac- 
cording to a master floor plan in advance. Every 
fixture has an inventory sheet that must be 
accounted for. There’s no chance that a sheet 
might be lost, and the contents of a whole bin 
or gondola left unreported. 


@ Order a general housecleaning. Group stock 
duplicates in a single location. Separate dam- 
aged stocks for clearance later. Number fixtures. 
Remove personal items. - 

@ Spot check stock for unmarked items. It will 
save time later. 


@ The amount of claims (merchandise on loan, 
rental or out for repair) should be tallied. You 
should freeze incoming and outgoing goods dur- 
ing inventory. 


@ Call a meeting of counters and checkers to be 
sure they all understand how units and unit 
prices are to be entered on sheets. Will you list 
items that come in multiple units by tens or 
dozens? Make uniform rules. 


@ Name someone in charge to roam about dur- 
ing the inventory to spot check accuracy in 
counting and methods of entering counts on 
sheets. 


@ Declare the inventory incomplete until every 
sheet has been collected and accounted for. 


@ Interchange jobs. That is, have the help 
switch counting and listing chores during the 
day. Let each person check the other’s work 
while injecting some variety into a tedious job. 


These are the most important facets of your 
inventory taking, and they apply to the smallest 
and largest stores. There should be no excuse for 
a sloppy inventory count or lost sheets. 

If your inventory shows stock shortages ex- 
ceeding 2 percent of what you should own in 
most hardgoods lines, one of three things is 
wrong: 

There is a major theft. 

There is baa accounting, markdown recording, 
and bookkeeping. 

There has been a poor inventory taking. 


Here is what a good inventory gives you 


@ A full cost and retail balance sheet, within a 
2 percent margin of error. 


@ A turnover figure for the year. 


@ A breakdown for tax purposes of how much 
old stock you own. 


@ An opportunity to houseclean bins and dis- 
plays of broken and dirty stock. 


@ A list of items and lines for markdowns and 
clearance sales. 


@ A broad look at duplication of items, lines, 
sizes, and colors. 
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@ A chance to refill displays with fast moving 
merchandise to replace slow-turnover items. 


@ A review of items on loan or rental, or sent 
to suppliers for repairs. 


@ A check on whether price changes are being 
made completely and accurately. 


@ An opportunity to compare sales and stock 
figures to see if theft or poor accounting has 
thrown a department out of balance. 


@ The final chance in the year to make a full 
list of conditions that need correcting before 
you plunge into the new fiscal year. 
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The faster you sell your merchandise, the more your money invested 
in inventory works for you. You get your money back so you can buy more 


merchandise, make more sales. Your best New Year’s resolution is .. . 


I will inerease turnover in 759 





How to figure turnover rate 


Turnover can be figured on units, on 
retail price, or on cost price. 

Whichever method you select, use it 
throughout your figuring. For instance, 
do not figure sales at retail, and purchases 
on cost price. 

If you figure on retail you need to know 
(1) your average retail inventory; (2) 
your tota! retail sales. Divide total sales 
by average inventory: that’s your rate of 
turnover. 


For example: 


Retail inventory, first of year... $ 52,000 
Retail inventory, end of year... 54,000 





(| aap $106,000 


Divide $106,000 by 2 = $53,000, your 
average inventory. 
Retail sales were $132,500. 


$132,500 
== 2.5 turnover 





$53,000 
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Your best New Year’s resolution is: “In 1959 
I will get more turnover in every department 
of my store.” 

Why is this such a good New Year’s resolu- 
tion? Turnover is the key to more profits 
especially when: 

There is a squeeze on profits. 

There is a rise in selling costs. 

There is a drop in gross margins. 

There is a tightening of competition. 

Whether one or more of these factors will 
influence your 1959 profit, your rate of turn- 
over is the best barometer you have of how 
you are doing. After all, advertising, promo- 
tions, displays are your tools for more traffic. 
Management, in your self service or clerk ser- 
vice set up, converts this traffic into customers, 
and sales. 

Your competition constantly is watching 
turnover. Department stores aim for four 
turns a year. Discount houses shoot for six 
turns. The national average for hardware 
stores is just over two turns. 

Naturally you want a gross margin that you 
know is necessary to cover your costs and leave 
you a reasonable profit. That margin varies 
by lines and numbers. You know that on some 
lines you have to take a smaller margin. But 
on other lines you can apply psychological pric- 
ing and get more than a normal, or usual, mar- 
gin because the merchandise has quality and 
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I will increase turnover in °59 
(Continued ) 


can command a higher price. You balance 
the higher and lower margin potentials and 
consider what other means you have to get a 
greater profit. 

This article provides three important factors 
for an increase in turnover next year. 

First, there is on the previous page an exam- 
ple of how to determine your rate of turnover. 
This is important. If you do not figure turn- 
over to get the correct answer you can be lulled 
into false security that your rate is all right. 

Second, there is a table in the opposite col- 
umn showing how much more turnover you 
need as your gross margin drops, to maintain 
the same gross profit. 

Third, there is a check list below to help 
you figure how to improve your rate of turn- 
over. 

These three tools will help you throughout 
1959 to gage the effectiveness of your merchan- 
dising program, and will give you the key as 
to where you need more promotion and more 
turnover to improve your gross profit. 











How turnover increases your 
gross margin 


When you get your full profit margin 
you make a maximum gross profit on each 
item. If you cannot, consider how more 
turnover, at less gross margin, will pro- 
duce the same gross profit. 

Suppose you buy an item for 60¢ and 
want to retail it at $1 for full margin, 
but this is not possible. Here are the 
turnover rates on this item that you need 
for a full gross profit at lower retail prices: 


Turnover Item Item Gross Gross 
rate cost retail margin profit 

2.0 60¢ $1.00 40% 80¢ 

2.2 60¢ 97¢ 38% 8l¢ 

2.5 60¢ 92¢ 35% 80¢ 

2.8 60¢ 89¢ 33% 81¢ 

3.0 60¢ 87¢ 31% 8i¢ 

3.5 60¢ 83¢ 28% 80¢ 

4.0 60¢ 80¢ 25% 80¢ 





How you can increase your turnover 


Here are the basic factors of hardware store management that influence the rate of 
turnover in your store. You can check these factors against your policies to decide what 
changes should be made in 1959 to improve your turnover rate. 


@ Reduce overlapping lines. 


Key lines account for 80 percent of 
your sales. How many additional lines 
do you need to get that 20 percent? 
You need lines, and numbers in lines 
to meet the needs of your market. How- 
ever, you cannot stock every line and 
number. Lines and numbers that move 
too slow ruin a good turnover rate, tie 
up inventory capital that could be 
earning a return on your investment. 


@ Keep inventory in balance. 


Maximum and minimum inventory con- 
trols for each number is your key to a 
good turnover rate, and protects you 
from being out of wanted items. Nat- 
urally maximum and minimum figures 
vary by seasons. Study your sales fig- 
ures as an aid to correct quantities. 


@ Watch sales trends. 


Sales figures show you when a number 
is dropping in demand. Be ready to 
clean out slow movers through mark- 
downs, clearance sales, or by giving an 
extra commission. You have to clear 
out slow movers and worn merchandise 
sometime, so do it quickly and get your 
inventory dollars into faster moving 
merchandise. 


@ Limit list of suppliers. 


You need a basic number of suppliers 
to keep your store in merchandise. Be- 
yond that point you may buy in smaller 
quantities. You may tie up capital in 
slow movers. You may be out too often 
on fast movers. Remember: buying 
often, in small quantities, does not im- 
prove your turnover rate. 
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How to build 
impulse sales 


Where and how a hardware dealer displays 
merchandise can determine whether they are im- 
pulse or demand items. 

Gas heater hose and mail boxes are in this 
category. 

E. H. Wagner decided that both lines are im- 
pulse merchandise. He set about to prove his 
idea at his main store at 6111 Kirby Drive in 
Houston. 

He has boosted sales of high-quality metal 
mai! boxes at relatively high prices. By treating 
gas heater hose as an impulse item he has 
doubled sales of that necessary item. 

Mr. Wagner shifted his mail box display from 
an inconspicuous spot in the rear of the store to 
a place just inside the entrance. 

‘“‘Now nobody can leave the store without see- 
ing the boxes, even though they might have 
missed seeing the display when they entered. It 
is amusing to watch people start to leave, get to 
the door, see the display and then stop to ex- 
amine the boxes. Some of them select a box and 
bring it back to the register to have it wrapped” 
Mr. Wagner said. 

Formerly Mr. Wagner displayed the major 
stock of heater hose in a spot toward the rear 
of the store. Unless a customer wandered around 
he did not see the display. And too few people 
were coming in and asking for hose. 

So Mr. Wagner moved the major stock to a 
spot about eight feet inside the store entrance 
and placed them on a fixture that he deliberately 
jutted into the main aisle leading to the door. 
The display extends out from the regular line of 
fixtures and displays by several! inches. 

“IT defy anyone to start out of the store with- 
out seeing the heater hose display,” Mr. Wagner 
says. “And the location change nearly doubled 
the sale of the hose.” 

“On cold days we watch customers start to 
leave, see the hose display, stop, select one and 
come back to the cash counter to pay for it,”’ Mr. 
Wagner says. 

In the course of a cool day, particularly in the 
fall when heaters are beginning to be used again, 
as many as 10 customers a day will buy a new 
hose on impulse, he says. @ End 




















Garden hose hangers display gas heater hose in the aisle 
where customers almost stumble over this necessity. 


Customers see two display units of mail boxes as 
enter and leave the store. 
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Outdoor displays like this one of indoor shutters and door are raising hardware sales totals. 


Old-fashioned shutters 


Hardware dealers find that or- 
namental wooden shutters are 
making a comeback and adding 
many dollars to their volum.. 

Shutters, like other specialties, 
sel! best when displayed so cus- 
tomers see them. Such displays 
make the store “shutter headquar- 
ters” and create impulse sales. 

Sidney P. Watters, proprietor, 
Watters Paint & Hardware Co., 
Birmingham, Ala., is a dealer who 
specializes in shutters. Mr. Wat- 
ters emphasizes the need for 
prominent display to attract the 
attention of women customers. 

The shutter, as part of the tra- 
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dition and charm of the Old South, 
has made a great comeback in the 
past year or so, says Mr. Watters. 
The shutter is adaptable for many 
decorative combinations for use 
with doors, windows, closets and 
furniture. 

Mr. Watters keeps a standing 
display of indoor shutters and 
sometimes offers a_ special on 
them. Recently he featured shut- 
ters 6% x 21 in. for $1.95. The 
regular price is $2.95. 

In addition to shutters, Mr. 
Watters displays louvred doors 
and screen doors with various 
decorations. He says that screen 


come back 


doors with louvres in the bottom 
half are popular. 

With the shutters and screens 
the firm carries a stock of fittings. 
These include brass hinges and 
hooks, and brass and porcelain 
knobs. 

“One might ask,” says Mr. 
Watters, “why the indoor shutter 
has made such a comeback. The 
answer is that it is a practical 
way to control air, light, and visi- 
bility. The movable louvres in 
each panel give finger tip ventila- 
tion control. It looks as if the dec- 
orative indoor shutter is back to 
stay.” @ End 
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.. the lever-pump-up sprayer 
that rolls ahead or follows you 


*. 
Futura 


Picture the FUTURA in your store...attractive gold-tone 
enamel finish; sparkling red plastic nine-foot hose... 
gleaming handle with bright red cushion grip. Wide tread 
cushion-tired wheels...narrow enough to pass through 
any garden walk...stores in little space. New gun-grip 
Roto-Valve* spray control... but no new parts. 18” brass 
extension tube with Multi-Spray* nozzle. 344-gallon tank 
(10 quart useful capacity). Packed in one cartun. 
Priced for volume sales $} 7% suggested 
with full profit for you: retail 
$18.50 west of the Rockies. 


SIGN OF THE BEST BUY 





Easy lever pump up...light easy strokes... 
no stoop or squat...no “flip-over” tank. 


SPRAYERS - DUSTERS 


cies H. BD. HUDSON MANUFACTURING COMPANY + CHICAGO 11, ILLINOIS 


New ‘Gold’ ..- BETTER PROFITS 


FUTURA... ORBITOR...new beauties...new volume 
and profit builders. New design...new styling... 
new all-over durable gold-tone enameled tanks 
...new ease of spraying! Newest in the all new 
Hudson line of Sprayers and Dusters with famous 
Hudson reliability ...famous Hudson better profits 
for you. And pre-sold by dominant consumer 
advertising. Backed by the Hudson Diamond-H 
“Sign Of The Best Buy’’ emblem for users, with 
best profits for you. 


93” discharge set, with 72” self- 
coiled plastic hose, reaches anywhere 
i ~t within 15 foot circle from sprayer. 


Orbit ee peat ellipse shaped sprayer 


with self-coiling hose 
The ORBITOR is new, different...a real eye-catcher for 
budget-minded customers. Tank is shaped in an ellipse 
(not oval) ...stout, safe... finished all over in durable gold- 
tone enamel. Color accented throughout...brilliant red 
cushion handle... tinted self-coiling hose... new red gun- 
grip Roto-Valve spray control...but no new parts. Rotat- 
able 18” extension tube with Multi-Spray nozzle. 224 
gallon with 8 quart useful capacity. | 
Priced for volume sales $o°5 suggested 
with full profit for you: retail 
$10.35 west of the Rockies. 


The line 
most easily 
sold 

















This hardware warehouse has 31/, acres of floor space under roof, in the steel warehouse (left) 
and general lines section. Freight cars unload along back. | 





Salt Lake Hardware’s new 


Power conveyors, fork lift trucks and elevators move merchandise into 


storage; gravity conveyors and chutes take merchandise to packing 


area in this modern warehouse serving the Inter-Mountain region. 


The Salt Lake Hardware Co. recently opened 
a new, multi-storied warehouse at Grand Junc- 
tion, Colo. (HA, Nov. 20, pp 114). It is one of 
five Inter-mountain area warehouses of this 
Utah wholesaler. 

More than just a new warehouse, “It is our 
declaration of faith in the future of this area,” 
said President Charles L. Wheeler, who has 
guided the several expansions of this company 
since he took charge in 1937 

The Salt Lake Hardware’s three story storage 
and office buildings puts 152,000 sq ft under roof 


—about 3% acres of warehouse. It is built on a 
huge site, providing room for the future. It has 
a railroad siding that brings cars into the build- 
ing. It uses the latest in handling and storage de- 
vices and systems. 

The new warehouse, and four others: Boise, 
Idaho; three—general lines, steel, wire products 
—at Salt Lake City, combine to serve the area 
made up by Utah, Nevada, and parts of Oregon, 
Idaho, Wyoming, and Colorado. 

Howard W. Price, executive vice-president and 
general manager of the company, is in agreement 








HARDWARE AGE, DECEMBER 18, 1958 


Charles L. Wheeler. 
president, The Salt 
Lake Hardware Co. 


Howard W. Price 
vice - president and 
general manager, The 
Salt Lake Hardware 
Co. 


warehouse at Grand Junction 


Incoming goods are checked before starting their journey down the freeway by fork lift truck, or 
up the elevator to other floors. Arrow points to reinforced concrete construction. 









Salt Lake Hardware’s new warehouse at Grand Junction 
(Continued ) 
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Elevator, 10 ft wide, 14 ft deep, and 8 ft high, serves all floors. 


with Mr. Wheeler in regard to the future of the 
Inter-mountain area, and The Salt Lake Hard- 
ware Co. 

“Our faith in this area’s future?” said Mr. 
Price, “we have built what I believe is the most 
modern steel and hardware distributing facility 
in America, in anticipation of the future needs 
of the Inter-mountain states.” 

Here are facts about the warehouse: 

@ The 462-ft-long building is built of 23-tor 
panels of tilt-up reinforced concrete. This struc- 
ture, combined with structural steel is built to 


withstand earthquakes and ground settlement. 
Building support comes from 645 reinforced 
concrete piles, anchored into gravel 30 ft down. 
® Electric and telephone service are under- 
ground. 

@ Two 150-hp boilers furnish steam for a low 
pressure heating system. 

@ Offices, auditorium, and display areas are air 
conditioned. 

@ The steel warehouse section has a 5-ton ca- 
pacity overhead crane. 

@ Three floors in the multi-story section are 
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served by a 12,000-id capacity elevator (10 ft 
wide by 14 ft by 8 ft). 

@ All floors are also served by a giant spiral 
chute, measuring 2 ft, 8 in. by 10 ft, 4 in. 

@ Truck shipping dock area is 16 ft wide, 154 
ft long. 

@ Rail sidings at the back of the building feed 
into exterior loading bays. or cars may be taken 
indoors to the steel warehouse. 

@ Slimline fluorescent lamps light the packing 
areas. and small-item bins. Other areas have 
30-ft candles of illumination, plus daylight 
through opaque glass in sidewalls and ceiling. 
@® A combination gravity and power conveyor 
belt moves light and heavy packages at about 
50 ft per minute. Fragile and bulk items can 
be intermixed with no fear of damage. 

@ Telephone and radio communication between 
stock room and office areas make it possible to 
send items down the chute in the time it 
mally takes to write an order. 

@ More than 35,000 items are stocked. 

@ Two types of adjustable wooden bins are used 
for shelf items. Bins are 90 in. high and carry 





nor- 


Wooden bins are 12 or 24 in. deep, and adjustable 
every 8 in. Note slimline lighting for counting small 
packages. Arrows highlight runners for shelf ad- 
justments and stock control tags. 


ee 



































} 


- Ry 


Bulk storage racks are adjustable by the inch to 
suit every need. Arrows show how they are joined, 
and how stock control tickets are attached. 
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Salt Lake Hardware’s new 
warehouse at Grand Junction 


(Continued ) 





3414-in.-long shelving. Shelves are adjustable 
every 8 in., with some bins 24 in. and others 
12 in. deep. 

@ Wooden pallets, open floor area, and inch-by- 
inch adjustable steel racks provide storage for 
bulk items. Fork lift trucks handle heavy loads, 
while two-level steel carts and slatted-wood 
baskets are used by order pickers. 

@ A 20-ft wide freeway runs the entire length 
of the building. This provides quick access to 
all sections, plus quick and easy loading. From 
the freeway, fork lift trucks dispatch merchan- 
dise to stock locations and elevators. 

@ Item identification and inventory control 
cards hang by brass eyelets from a perforated 
metal strip on the top edges of all bins. Total 
stock is inventoried in one location. There is no 
duplication. Overstocks are placed above the bins 
at the 90-in.-high level. 

@ Packer’s counter is fed merchandise by 
chutes that lead onto the gravity conveyor line. 
Scale is installed in this line. ei nd 


gravity chute is fed from three floors. 


The packing room. Arrows indicate stock 
coming in from chute and overhead conveyor 
belt and scale built into lower gravity-feed 
conveyor. 





“PRODUCTION” 
PAPER SHEETS: 
2¥,"x 9". Each package 
sells 10 sheets at a 
time, fits 3M Sanding 
Blocks. Also available 
in 1%" x 9". 


3M SANDING 
BLOCKS: Tie-in sale 
opportunity! Pliable 
rubber, sands both flat 
and curved surfaces 
using pre-cut ““PRO- 
DUCTION” Paper 
Sheets. 1%" and 2%" 
widths. 


5” “PRODUCTION” 
PAPER DISCS (not 
illustrated). Universal 
Center Hole, fits any 
arbor from 4%" to 1". 5 
discs to a package. 


SELF-SERVICE 
SANDPAPER CAB- 
INET DEAL K-1: 
Holds five sleeves of 
“PRODUCTION” Pa- 
per; three sleeves of 
“WETORDRY” Tri-M- 
ite Paper, all full size 
sheets. Boosts turn- 
over as much as 25%. 








6" “PRODUCTION” 
PAPER DISCS: “No 
Hole’ discs specially 
designed for use with 
sponge rubber sand- 
ing pad. Ideal for all 
general home sand- 
ing. 5 discs per pad, 
assorted grits. 

















SPONGE RUBBER 
SANDING PAD 
KIT. For use on any 
%" or larger electric 
dril!. Flexible pad elim- 
inates gouging and 
marring. Each kit has 
6” pad and tube of 
3M adhesive. 





Get volume sales...extra protits...with this 





3M “SANDING CENTER” 


STOCK these 3M items and you can equip 
any customer for nearly all hand and machine 


sandpaper . 


longer . . . gives better finishes. 


. . Stays sharper . . . lasts much 


sanding jobs. . 













ORDER 3M Brand Abrasive Products from 
your hardware wholesaler. Write for 
information and samples of the as- 
sortment of “How to” refinishing 
pamphlets available from 3M. 
Address: 3M Co., 900 Bush Ave., 
St. Paul 6, Minn., Dept. LV-128. 


DISPLAY «rPRoDUCTION” Brand Paper 
and related items prominently. Each product 
comes ‘in a bright eye-catching merchandising 
carton for point-of-sale use. 










TELL 3M customers that “PRODUCTION” 
Paper cuts ten times better than ordinary 


**gmr’, “"PROOUCTION’’, “"WCTORORY’* AND “*TRI-M-ITE’* ARE REGISTERTO TRADEMARKS OF 3M CO., ST. PAUL G, MINN. 


TMiianesora [ffinine ano ]fanuractrurinGe company 
«+ - WHERE RESEARCH IS THE KEY TO TOMORROW 
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SEYMOUR SMITH 


SNAL-UU. 


SHEARS 


SNAP-CUT Shears will please 
all your customers. Home own- 
ers will like their smooth, pow- 
erful cutting action and many 
gardeners will actually ask for 
SNAP-CUT Tools by name. Be 
sure you have these money- 
making tools in stock. 


Ask your jobber for 
the fast selling line...SNAP-CUT. 


Anc, ask him about our 
local newspaper promotion program. 


SNAP.(1I] SEYMOUR SMITH & SON, we. 
PRE A Oakville. Conn., U.S. A. 


Quatity Toots 
Since 1850 


Sales Representatives 
JOHN H. GRAHAM & CO., INC. 
105 Duane St., New York 8, N. Y. 








L ottore from Hardware Age readers 





It pays to use circulars 


Dear Editor: 

In your issue of March 27, 1958, 
you ran an editorial called “It 
doesn’t make sense...” It out- 
lined the advantage to hardware 
dealers using a circular to promote 
merchandise. 

We are jobbers, specializing in 
housewares and hardware specialty 
items. For the past six years we 
have published a catalog for use 
by our dealers to mail to retail 
customers. 

I am interested in reproducing 
your editorial to send out to about 
a hundred of our dealers to explain 
to them the advantage of using this 
type of promotion. Of course, you 
will be given full credit for the 
editorial in our reproduction. 

Please advise us if we may have 
your permission to reproduce the 
editorial. 

Yours truly, 
Harold J. Michaelson 
R & G Specialty Co. 
Washington, D. C. 


Editor's note: Glad to extend you 
permission to reprint this editorial. 


““We want an extra copy” 


Dear Editor: 

We would like to secure an extra 
copy of your issue of Oct. 23. We 
will appreciate it if you will for- 
ward this to the attention of the 
writer. 

Sincerely, 
J. S. Stiles 
President 
Morley-Murphy Co. 
Green Bay, Wis. 


Wanted: rental reprint 


Dear Editor: 

I have just finished reading my 
Nov. 6 issue of HARDWARE AGE and 
want to compliment you for the 
wonderful information that was 
included therein. 

I was particularly impressed 
with the article on Tool Rentals 


and am wondering if you could pos- 
sibly send to my attention 65 re- 
prints of this particular article. 
We will, of course, be glad to pay 
any charges necessary. 
Many thanks in advance and, 
again, congratulations. 
Most sincerely, 

William A. Parker, Jr. 

Vice President & 

General Manager 
Beck & Gregg Hardware Co. 
Atlanta, Ga. 
Editor’s note: The article on 
“Tool Rentals” in the Nov. 6 issue 
is the first part of a three-part ar- 
ticle on rentals. When the series 
is completed, it will be reprinted in 
a booklet and we will see that you 
receive copies. Your kind com- 
ments are appreciated by all of us. 


Rental Guide: spectacular 


Dear Editor: 

Do you know that your article on 
“Rental” on page 38 of the Nov. 6 
issue is spectacular? 

With a fleet of equipment and 
following your procedure as out- 
lined with your Guide to assist us; 
should be an asset to all hardware 
dealers. 

My hubby, young adults and I 
have placed these four pages in a 
tentative corner of our store to 
enable us to refer to these valuable 
lists at all times. 

Looking forward to seeing the 
next series of articles on the above 
subject, we remain, 

Sincerely, 
Mrs. Samuel Westerman 
B & M Hardware 
667 Salem St. 
Malden, Mass. 


HA photo goes to a show 


Dear Editor: 

In a recent issue of your maga- 
zine there was an article and a 
photograph on a dealer who in- 
creased his annual volume of busi- 
ness by several thousand dollars 
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through the means of an attractive, 
full-line glove display. 

Is it possible, if this article could 
be located, that several additional 
copies be made available to us? We 
would like to pin-point these on a 
display which we will be working 
up for our annual show in January 
of 1959. 

Yours very truly, 

L. J. Flansburg 
Albany Hardware & Iron Co. 
Albany, N. Y. 
Editor’s note: This article ap- 
peared on p. 204 of Oct. 9 issue. 
It was titled, “Work Gloves—$5,000 
in sales.”” We are mailing you sev- 
eral extra copies of the article. 


A phony affair? 
Dear Editor: 


I’ve noticed that you have urged 
your readers to apply to Small 
Business Men’s loans. 

Well, have you ever applied for 
a loan to see how it works? 

Here is my experience with this 
phony affair. Or call it what you 
may. 

When I first talked it over with 
my accountant, he said “you won’t 
have any trouble at all. You own 
real estate and have a fairly good 
business.” 

Well I was turned down. They 
wanted full coverage of my life 
insurance of which I already have 
made a loan. 

To prove to you how my credit 
rating is, here are the facts. Two 
of the executives from my bank 
came to see me and offered me more 
than I wanted from SBA and were 
surprised that i didn’t come to 
them first. When I told them SBA 
offered more extended time, they 
told me I could have any plan |! 
wanted. How come such compari- 
sons, or are these fellows (politi- 
cians) waiting for a handout may- 
be? 

Yours very truly, 
S. D. Samson 
Samson’s 
Providence, R. I. 


Editor’s Note: How many other 
dealers have had this experience? 
Let us know, so we can look into 
this situation. 
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WRIGHT'S FAMOUS ROOSTER 
IN A NEW SETTING 
WRIGHT LINE 


Reverse Twist 


NETTING 
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WRIGHTLINE HEXAGONAL 
(Poultry) NETTING comes to you 
perfectly straight and flat, and 
stays that way. No sags. No bulges. 
Stretches more easily. WRIGHTLINE 
reverse twist netting with reinforc- 
ing line wires. 


Prompt delivery from stocks in Wor- 
cester, Chicago, Atlanta, New Orleans, 
Dallas, Los Angeles, San Francisco and 
Portland, Oregon. 


Industrial Wire Cloth ® Standard Hardware Cloth © Hexagonal Netting ® Wire 
Strand © Woven Wire Lath © Welded Fabric © Screen Cloth © Gutter Guards 


/S. F. WRIGHT STEEL & WIRE CO. 


Worcester 3, Massachusetts 















Patent Pending 


New! “The 
EXTENSION LADDER 
with the STEPLADDER 
STEPI" Easier to 
work on, less tiring. 
These Wide-Tread 
Straight and Exten- 
sion lacders have 
reeded 2'/;"' step- 
rungs welded to 
!-Beam channel 
side-rails . . . inter- 
locking sections for 
safety and sliding 
ease. Equipped with 


rope, pulley and 
specially-designed locks. 




















MAGNESIUM 
LADDERS 


Outlast . outperform other ladders 
* So light a 40-ft. ladder can be easily 
handled by one man 

* Stronger than any other metal ladder, 
pound for pound 

* Precision engineered 

¢ Fireproof, rustproof, corrosion and shock 
resistant ; 

¢ Non-magnetic, non-smudging, non- 
sparking 

Write for full information, catalog and 
prices on complete metal ladder line, and 
other household products. 


HITE METAL ROLLING 
« STAMPING CORP. 


443 FOURTH AVENUE, NEW YORK 16, N. ¥. 
Plants: Warsaw, ind., & Brooklyn, N. Y. 
























Mass displays 


for limited areas 


Here are two ways to get space 
for mass displays of lawn and 
garden goods in limited area. 

Both are used by a California 
garden center with M & D perfo- 
rated metal panels. 

Graduated shelving used in 
one place to show garden pest con- 
trols on seven levels and in mass 
display. Where several sizes of one 
item are offered they are on 
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Grocery store mass display technique is adapted to hardware merchan- 


Seis sy 4 aes 















MODERN DISPL/ 
4th 
Qereased” 








shelves lined one above the other 
with lighter-weight items up top, 
heavy ones at the bottom. 
Shelving at four different levels 
features hand mowers without han- 
dies, trimmers and several types of 
sprayers. Low base platform in the 
same wall section features power 
mowers and lawn spreaders where 
different sizes and types may be 
easily compared. @ ind 


ia 





dise to show all sizes of the same item in one place. 
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Limited price up-front 


display promotes gifts 


A few gift items priced from $1 
to $10 are given special attention 
by a western small-town dealer. 

As new gift items are received 
samples are shown on a table just 
inside the entrance. 

The featured items are changed 
constantly so that customers visit- 
ing the store frequently make it a 
habit to note the items featured on 
that table. 

If a novelty item is stocked in 
several colors, only one color at a 
time is shown on the special table. 
The table is never completely filled 
with merchandise. Instead there is 
space around each item to encour- 
age customers to handle and pick 
up the featured giftwares. 

A dummy gift package is usual- 
ly included somewhere in the dis- 
play to remind customers of the 
firm’s gift-wrap service. Different 
size packages are used from time 
to time, and with varied wrappings. 

When one of the featured items 
has been advertised by the firm, a 
copy of that ad is mounted close to 
the display sample. 


Customers attracted by 
appreciation offerings 

Because everybody likes bar- 
gains a mid-west suburban dealer 
offers customers an appreciation 
value every Friday and Saturday. 

Placed near the rear of the store 
the week-end bargain items are 
displayed on an aisle table with 
a yellow and orange appreciation 
value sign. 

These bargain items are priced 
from under a dime to less than 
50 cents. Sometimes the special is 
sold at cost. Others sell at a slight 
markup. 

Both utility and novelty items 
are used as appreciation values. 
Usually only one special item is 
shown at a time. 

None of the specials have been 
items the firm just wanted to clean 
out. 

It is not unusual for customers 
entering the store on a Friday or 
Saturday to say, “I wonder what 
the appreciation value is_ this 
week ?” 

Then they walk toward the rear 
of the store to see the special. 
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COLORITE 


the quality' name 


in garden hose 





America’s Most Complete Line of Garden Hose 


Colorite quality and selection gives you the widest choice to merchandise. 
From ¥g" to #4" 1.D. Promotional, Deluxe, Reinforced and Transparent. 
Sixteen distinct and different styles of hose and sprinklers. All uncondition- 
ally guaranteed. All superbly packaged and priced for quick impulse sales. 
Get the complete Colorite story by writing for catalog and prices today. 





See us at the National Housewares Exhibit Booth C-1008, Navy Pier 


COLORITE 


PLASTICS OF NEW JERSEY, INC. 50 catirornia AVENUE. PATERSON. NEW JERSEY 
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Griffin’s high standards of quality assure 
your customer handsome appearance 
during life-long hinge performance. A 
full line of Griffin ball bearing butts is 
available in all popular finishes. 


HANDLE THE ENTIRE GRIFFIN LINE 
Sell plain and ball bearing hinges as 
well as shelf hardware, carded for 
faster selling in Griffin’s eye-catching 


VisiPak. 
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GRIFFIN MANUFACTURING CO., ERIE, PA. 


SINCE 1899 





; ““e CELL THE LEADER 
LI FET Ne Tine ce ah Yi eee 


BOTHING etme - 


iL, wee LEADER! 


: *5 Secs 8: 


> = ... DON'T PLAY SECOND FIDDLE 


; ees 


LIFETIME~CHARGE 


See us at the AAMA Show Cotsum, Hew York Cry eg February, 2nd - 5th 


AMERICA’S FASTEST SELLING BATTERY ADDITIVE ! 


You're selling the leader in battery additives when you stock and sell LIFETIME- 
CHARGE. It's the leader in sales because it’s the only battery additive the’ really 
works . . . really lives up to its claims with WINTER-START GUARANTEE INSURANCE 
. . . Yes, YOU’RE MISSING SALES AND PROFITS . . . if LIFETIME-CHARGE is missing 
in your store. Cold weather is Sales Weather for Approved LIFETIME-CHARGE, the 
Battery Additive that’s proved itself in the cars of more than 1,000,000 happy motorists! 
ORDER NOW .. . SELL THE LEADER AND YOU SELL FASTER... IT’S BEST BY TESTI 


CONTAINS NO CADMIUM: Don’t be fooled by CADMIUM CLAIMS. 
Electrochemical Engineers will tell you that Cadmium will rvin ‘ 
a@ Lead-Acid battery. LIFETIME-CHARGE IS SAFE; I; CON- RETAIL PER PKG tue ONLY sarrery apie 
TAINS NO CADMIUM! THAT GIVES GUARANTEED 


GIVES POWER LIKE NEW — ONE EASY TREATMENT LASTS ALL WINTER £ WINTER START INSURANCE! 
LIFETIME~CHARGE asiitcect x. + youncsrown 13, ono 
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How can you best remind 
customers you’ve moved? 


Even a_ well-advertised open 
house at a store’s new location 
cannot attract all of its customers. 

A western dealer used a 15-in. 
by four-column newspaper ad to 
tell customers about an open house 
at the store’s new location. Details 
on the event were printed inside a 
box framed with drawings of tools 
and housewares items. 

Customers were reminded that, 
“We have hundreds of items you 
never knew a hardware _ store 
carried.” 

A few days later a smaller ad, 
two columns by five inches, said, 
“Don’t break a 14-year habit. 

“Don’t break this habit just be- 
cause we have moved. Visit us at 
our new location.” 

Some customers attracted by the 
second ad said that they had not 
known of the new location. 





Economy story will sell 
vacuum cleaners for you 


If you show a housewife how a 
modern vacuum cleaner will save 
her money, she will be interested. 

Be able to tell her what it will 
cost her to use the machine with 
present-day electricity rates. 

Point out to Mrs. Housewife that 
with a modern cleaner she will need 
a cleaning woman less often. Tell 
her this in terms of savings and 
you have a strong sales argument. 

If the housewife has a servant 
point out that the new cleaner will 
Save employee time for other jobs 
to be done in the home. 








HARDWARE HUMOR 
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or 
"'Whoops, is right . . 
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CASH IN NOW! 





the NE 


W ruiter + 88 Assortment 


This self-service sales magnet is loaded with popu- 
lar, wanted tools—screwdrivers, pliers, files, ham- 
mers, chisels . . . etc. each in a strong ‘‘see-thru” 
vinyl pouch . . . high-profit items at 88¢ retail! 
GET this fast-moving assortment . . . KEEP it 
brimful, ond just watch ‘em go! 


ORDER or RE-ORDER TODAY! 
|| FULLER| TOOL CO., INC. 


& 3522 Webster Avenue,.New York 67 
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For BONDING 
and SEALING 


. . « there's nothing just like 
X-I-M FLASH BOND to make 
paint adhere firmly and longer to 
almost any type of surface. 






4 Yes 
g. 4 FIRST 
Y 7. MAKES PAINT LAST 
4! . 





eNO SANDING REQUIRED. It saves 
sanding and tacking off time between 
the primer coat and finish coat. 


YOU CAN CONFIDENTLY RECOMMEND X-i-M FLASH BOND! 
‘lust another primer” . . . it's in a class by itself, has been for 
Next time any customer asks you for something ~—_ 
. confi- 





4 


e@ ACTS AS A RUST INHIBITOR. When applied over 
slightly rusted surfaces or where loose rust has been 
removed it stops progressive action of rust. 


e IMPARTS FLEXIBILITY TO FINISH COATS. Resists 


damage to finish due to weather changes. Helps to 
resist dulling, chipping, peeling, flaking. 









> 


it is not 
more than 20 years. 
will make paint “'stick,"’ will stop peeling, popping, blistering . . 


dently recommend X-!-M FLASH BOND. Ask about our Special Dealer 
Assortment and Sales Helps. 


He FORSBERG COMPANY. 


ee 
OHLO 


5107 LAKESIDE 
CLEVELAND 14 
















Tape it easy, Mac! : 
Convention Calendar 





conventions 


shows conferences 








Convention Check List 





For complete details about the conventions and shows listed below, see the 


alphabetical listing starting on p. 52, Dec. 4 issue. The next 


complete listing will be in the Jan. | issue. 


1959 2-4 New York State Retail Hara- 

















January ware Assn. Syracuse 
Connecticut Hardware Assn.., 
4-6 Ace Hardware Corp., Chicago Hartford 



































5.7 Minnesota Retail Hardware Tennetsee Reta’ a sou 
Assn., Minneapolis Assn.. Nashville 
11-13 Texas Hardware & Implement Calthacsin . Raia Ll negli 
Assn., Dallas Assn., San Francisco 
12-14 Western Retail Implement & Ae Dies VMeuaite Co. tak 
ere Assn., Kansas City chandice Fahibit cad. Steck. 
O. eli? Sheds. Saisie 
12-16 Ae Housewares Exhibit $2 finite eth 2 wt 
icago ment Assn., Amarillo, Tex. 
18-19 a Retail Hardware Assn. Virginia Retail! Hardweore Assn. 
eoria aids pare 
18-19 Louisiona Retail Hardware Ohio Hardwore Assn.. Cleve 
Assn., Baton Rouge and 
22-24 Intermountain Assn. of Hard- C. Y. Schelly & Bro. Annua 
wore & Implement Dealers Spring Merchandise Show 
Elko, Nev. lowa Retail Hardwore Assn 
25-27 Hibbard, Spencer, Yartlett & Des Moines 
) Co. 6th Annual Merchandise 15-16 Arkansas Retai Hordwars 
Gold Seal Tape Show B Convention, ‘Svontion Assn. Little Rock = 
i. 15-17 Nebrasko Retai Hordwar 
. . . 25-27 North Coast Retail Hardware Assn., Lincoin 
sticks tight in any weather | lean Sateen ea aac 15.39 Kectacky... Retell -Herdwore 
ae 25-27 Pacific Northwest Hardware & Assn., Louisville a 
Show your tape customers why it’s Implement Assn., Spokane 15-17 Alabama Retail Hardware 
easy to do a first-class insulating job | 26-27 American Hardware Supply Co. seger espe wis 
Merchandise Fair & Stockhold- 15-19 Michiga — baie ang 


Assn... Detroit 
16-18 Pennsylvania & Atlantic Sea- 
boord Hardwore Assn... Harris 


with Gold Seal Friction Tape. Con- | | | 

: : ers’ Meeting, Pittsburgh 
forming readily to uneven surfaces, | 26-27 Marshall Wells 
it sticks tight in any temperature 


Kelley How 
Thomson Co. Marshall-Wells 


“ burg Po. 
and under all weather conditions. | Associates Congress. = 22-23 Mississippi Retail Hardwar 
Aud take ; ] ld 26-28 United Hardware Distributing Aen Jackson 
nd, one thickness insulates. Gold | Co. Annual Convention and 22-24 New England Hardware Deol- 


Seal will save money for them, | Merchandise Show, Minneapolis 


ers Assn., Boston 


make money for you. Jenkins Bros., ech cS Shey Hardware Assn. 22-24 Otlohoma Hardware oP sage 
© ate be ment ssn. kiahoma it 
Rubber Division, 160 Park Avenue, 27-28 Van Camp Hardwore & Iron 22.24 Pacific Southwest ane | 
New York 17. | Co., Spring and Summer Mer- Assn. West Coast Hardware & 
chandise Show, Indianapolis. Housewares Show, Los Angeles 
27-29 Missouri Retail Hardware Assn. 22-24 West Virginia Hardware Assn. 
St. Louis Charleston 
27-29 Mountain States Hardware & 24-26 Hardware Assn. of the Caro- 
Implement Assn., Denver linas, Charlotte 


28-29 George Krause Hardware Co. 
Dealers Show, Lebanon, Pa. 
29-30 Marshall Wells - Kelley How 






ler 
in 10-roll one Se General Deale March 
Faas ‘ 1-3 J. M. Warren & Co., Spring 


Show, Troy, N. Y. 
8-10 Pacific Southwest Hardware & 
Housewares Show, Phoenix 


February 8-12 Gift Show, Boston 
1-4 Janney, Sem; le, Hill & Co., An- 9-14 American Toy Fair, New York 
nual Retailers’ Conference, Min- 15-17 Florida & Georgia Retail Hard 
neapolis ware Assns., Jacksonville 





2-3 Wisconsin Retail 
Assn., Milwaukee 


Hardware 15-17 South Dakota Retail Hardware 
Assn., Sioux Falls 

Each roll 

sealed in cellophane, 

stays fresh. 


cold seat FRICTION | 


RUBBER « PLASTIC Tapes 
Commercial and Specification Grades 


For complete details about conventions and shows listed above see the Dec. 4 
issue of Hardware Age. 
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LABORATORY i 
and FIELD-TEST 6090 


R-V-LITE WINDOW MATERIALS 
AND PROTECTIVE MATERIALS 
ARE MADE TO LAST! 


Field tests and “‘torture tests’’ by disinterested laboratories prove that Cel-O-Glass* and R-V-Lite* 
window and protective materials are scientifically designed to be tougher, lasting! Cel-O-Glass, 
for instance, is manufactured with more plastic per square yard than any similar product. . . thus 
giving it longer life and greater resistance. R-V-Tex*, the a// new Fiberglas-reinforced R-V-Lite 
product, has been proven three times as strong as ordinary polyethylene sheeting. 


For the ultimate in customer satisfaction, promote and sell R-V-Lite window and protective 
materials. Made and sold exclusively by Arvey Corporation through superior hardware jobbers. 








A R Vv E Y ne © R a © R AT ) O N R-V-LITE DIVISION 3500 No. Kimball Ave., Chicago 18, Illinois 


“R-V-Lite” and “R-V-Tex” are trademarks of Arvey Corporation, Chicago. Copyright 1958, by Arvey: Corporation. 
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No. 535 


Pipe & Bolt Threading Machine 
Complete with | Universal Die Head 
and 2 Sets of Dies, 2" to 2"... 


(Slightly higher in Canada) 


Save time and boost output and profits in 
your pipe department! 535 is built like a 
machine tool, designed to thread, cut and 
ream with speed and ease no other machine 
offers you. Compare its slip-proof Speed Chuck, 
front chucking, instant size-change right in 
carriage, and many other RIG@aibp features. 
It pays you to see and try this most-for- 
your-money 535 at your Wholesalers’ 
before you decide. 








HOWARD (Lobby) 
BAIER joined George 
Krause Hardware Co., 
Lebanon, Pa., wholesaler 
in 1908. He was made a 
floor salesman in 1918 and 
continued in that capacity 
until 1924 when he became 
mill supplies manager and 
an outside industrial 
salesman. From 1945 to 
1951 he served as floor 
manager. Since 1945 he 
has been assistant to the 
sales manager and vice-president and director of 
purchases. He became a member of the board of 
directors in 1952. He has long been active in the 
Pennsylvania Wholesale Hardware & Supply Assn. 
and the Lebanon County Chamber of Commerce. 
He is a member of the Lebanon Lodge of Elks and 
the Krako Fishing Club. He enjoys fresh water 
fishing, small game hunting and watching base- 
ball and football. He recalls working from 7 a.m. 
to 6 p.m. four days a week and until 9:30 p.m. on 
Wednesday and Saturdays. Mr. Baier, when he 
joined the company, was a clerk to George Krause, 
grandfather of the present Krause generation. 
Mr. Baier thus celebrated 50 years with the com- 
pany as the fifth generation of Krauses to own 
and manage the company were celebrating the 
company’s 125th birthday. 
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with parallel arms 






ILCO “UNIVERSAL” 


FOR INSTALLATION ON RECESSED SIDE OF DOOR WITHOUT BRACKETS 








This closer packs a 3-way sales punch. It elimi- 
nates headroom interference: it is safely out of 
the way when the door is opened. Its installa- 
® tion is neater, less obtrusive — no brackets are 
~ required. And finally, it is completely depend- 
able. 
Available for parallel arm installation with non- 
holder arm, with 135° holder arm, and with 
180° holder arm. 


























To cash in on: Fall and Winter door closer sales... 


BE SURE YOUR CLOSER STOCK IS jf 


|* 


} 


COMPLETELY UNIVERSAL! “a, 









ILCO “UNIVERSAL” 


FOR RIGHT OR LEFT HAND INSTALLATIONS WITHOUT CHANGE 





; SS Sa 
my S > 
————— 
SS 


Here’s the closer that licks normal installation 
problems. It’s ready for mounting as is... 
without any mechanical change . . . on right or 
left hand doors. No more “ wrong handed”’ in- 
stallations. 


All ILCO “UNIVERSAL” closers are uncondition- 
ally guaranteed for 2 years (except when mis- 
applied or abused), have a rugged, leak-proof 
construction, an extra powered helical coil 
spring and a heavy, forged steel, one-piece 
shaft and crank which eliminates breakage. 
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WHAT'S NEW 








(Continued from page 15) 
side of the punch is calibrated in 
lg in. divisions for accurate adjust- 
ment of depth. Paper King is made 
of sturdy nickel-plated steel, han- 
dies covered by soft plastic which 
is available in several colors. McGill 
Metal Products Co. 


For more data circle No. 12 on postcard, p. 53 


Plastic ice skating rink 
Youngsters of all ages will wan‘ 
these portable plastic ice skating 





rinks. Warp’s Jiffy-Rink can be set 
up quickly. It is made in two sizes: 
20-ft diameter, list $10.95 and 
12-ft diameter, list $7.95. Warp 


Bros. 
For more data circle No. 13 on postcard, p. 53 


Seat with improved hinge 


This Church toilet seat is styled 
for the competitive market. It fea- 





tures 


a Massive, 
pounded 
hinge molded in white and color. 
The hinge is tough, nonbreakable 
and cannot corrode. The seat is 


specially com- 
rigid polyethylene bar 


50 


made in closed and open front styles 
for regular bowl, and is molded with 
baked enamel finish. C. F. Church 
Div. American-Standard. 

For more data circle No. 14 on postcard, p. 53 


Germ killing air deodorant 
Good-Aire aerosol air deodorant 
has been completely changed to a 
brand new germ killing formula. It 
instanty kills persistent household 
odors and reduces the bacteria and 
virus count in the air to cut air- 
borne infections. New formula 
Good-Aire comes in a floral and a 
spice fragrance. A 20-unit assort- 
ment is offered in a_ prepacked 
counter display with refill box. It 
holds 12 cans of each fragrance. 
Available in a 5%-oz container at 








79¢ and in a 12-oz unit for $1.59. 
Shulton, Inc. 
For more data circle No. 15 on postcard, p. 53 


24-in. rotary riding mower 


People with sizable lawns will 
want the improved Excello 24-in. 
rotary riding mower with its bai- 








tery and electric starter, improved 
shift and 5.5 hp engine. It lists at 
$349.50. Two companion models 
and a 21-in. model are also offered 
in prices ranging from $269.50. 
Heineke & Co. 


For more data circle No. 16 on postcard, p. 53 


Deluxe model velocipede 
This Evans Imperial velocipede 
is offered for the doting grand- 


ae 
4 





father who figures nothing’s too 
good for his grandchild. It has 
squarish car-style chrome fenders, 
chrome truss rods, giant chrome 
hub caps, bicycle-type spokes, extra 
heavy tubing throughout and front 
and rear ball bearings. It also nas 
a striped vinyl saddle with double 
chrome springs. Evans Products 
Co. 


For more data circle No. 17 on postcard, p. 53 


Combination anchor drill 


Star Selfdrill shield is a rust- 
proof masonry anchor that drills 


—s = 


its own hole and secures fixtures 
firmly. The SSS two-in-one anchor 
drill has eight sharp, wedge-shaped 
teeth which quickly cut into tough- 
est masonry materials without 
choking, producing a clean, accu- 
rate, close-fitting hole. The SSS is 
offered in four types and wide 
range of sizes for virtually any 
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YyvYou get what you want... 
--- when you want it! 


€ Worthington maintains a continuous stock of over 40,000 individual 
items. More than 4,000 are new or improved products, added in the past 
12 months by Worthington’s 14 expert buyers. 
€ From this vast merchandise collection, you are free to choose articles 








most in demand in your community. 
€ And, when you order from your Worthington salesman, you get exactly 
what you want when you want it. Every item is completely cataloged, clearly 
labeled, conveniently packaged. Virtually all are nationally advertised .. . 





with attractive selling aids and displays. 
€ Also, when you order from Worthington, you get all of what you order. 
Worthington’s modern stock control methods, perpetual warehouse 
inventory, order picking and filling efficiency have reduced “outs” to a new 
minimum. In 1958, Worthington delivered 96% of all merchandise listed 
on orders written by its salesmen. 





€ What you want, when you want it! You get it when you order from 
Worthington. Along with it comes assurance of faster turnover and 
greater profits, subjects your Worthington salesman would like to 
discuss with you today. 





Mr. Fullerton, one of the best known figures in 
the plumbing industry, has been affiliated with 
Worthington since 1915. He has been manager of 
the Plumbing Department since 1925 and was 
elected a company director in 1933. 


Mr. Simon joined Worthington in 1929. He be- 
came Electrical Department manager in 1948 and 
was elected a Worthington director in 1958. Active 
in industry affairs, Mr. Simon has been a director 
of the Electrical League of Cleveland since 1950 
and served as president in 1954 and 1955. 





A. W. FULLERTON FRANK SIMON — 
Manager, Plumbing Dept. Manager, Electrical Dept. 






















THE GEO. WORTHINGTON CO. 


CLEVELAND 1, OHIO 
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kind of light-to-heavy-duty bolt 
fastenings. Chuck-end type is illus- 
trated. Star Expansion Industries 
Corp. 

For more data circle No. 18 on postcard, p. 53 


Teol for hinge mortising 


The Dosch hinge mortiser com- 
bines two cutting tools to produce 





finished mortises for butt hinges. 
The unit is designed for 3% and 
4-in. hinges and works on all wood 
doors. It can handle jambs up to 
8% in. size. The unit is so simple 
to operate it enables anyone to set 
hinges with perfect alignment 
in one minute without electrical 
power. Dosch Mfg. Co. 


For more data circle No. 19 on postcard, p. 53 


Door hardware replacements 


Professional and amateur home 
modernizers will want the Relokit 
kit for replacement of scarred, 
tarnished and battered door hard- 
ware with modern trim. Simple 
hand tools can be used to make in- 
stallation of parts. Kit includes a 





pair of attractive escutcheon plates, 
lock front reinforcing and finishing 
plates, a strike and necessary 
screws. Parts are designed for use 
with Ileo cylindrical locksets. All 
the user has to do is remove old 
lock and plates, bore hole for new 
lock and assemble new hardware tc 
door. Packaged with easily 
followed instructions. Independent 
Lock Co. 


For more data circle No. 20 on postcard, p. 53 


Power drive pipe threader 

This Ridgid 4 to 6-in. geared 
pipe threader is jam proof for safe 
threading with power drive. There 
are no dies to change, and this 
threader threads all four sizes, 4, 
4%, 5 and 6-in. pipe conduit with 





one set of dies. The dies are cam 
activated and can’t fall out. This 
threader has fast, easy and positive 
size setting. Two spring knobs lock 
dies at clearly marked thread size. 
It is fully adjustable for over or 
under-size threads. Ridge Tool Co. 


For more data circle No. 21 on postcard, p. 53 


Reel type riding mower 


Porter-Cable’s Yard Master Rider 
for 1959 comes with a choice of 
reel or rotary. The new reel unit 
offers the same quality features of 
the rotary introduced in 1958. 
Mark 30 reel unit is for use on 
lawns requiring a carpet cut with 
a professional touch. The rotary 
Mark 26 is for the average lawn. 
Both mowers can be equipped for 
grading, seeding, rolling, mulch- 
ing, sweeping, a snow plow, and to 
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haul loads up to a half ton. Yard 
Master turns in a 36 in. radius 
and has an automotive type differ- 
ential, 4 cycle Lauson engine, tip 
resisting four wheel suspension 
and jumbo pneumatic rear tires. It 
has a Speedmatic transmission 
with five speeds forward, neutral 
and reverse. Porter-Cable Machine 
Co. 


For more data circle No. 22 on postcard, p. 53 


Suitcase type electric fan 
Here’s one of five new 20-in. 
fans with corona tan and white 
finish and switch controls in the 
Atlas-Aire line. This one is a suit- 
case fan with two-speed motor, 
easy-carry handle, and extra-safe 
wire guard. The line also includes 
a mobile fan with special stand on 
wheels. This fan has an 18-in. 
height adjustment and its stand 





has 6-in. rubber-tired wheels. Atlas 
Tool & Mfg. Co. 


For more data circle No. 23 on postcard, p. 53 


Residential door canopy 
Here’s an aluminum residential 
door canopy with front drip-flange 
to carry water off to the sides of 
the doorway. It is offered un- 
painted or in choice of four baked- 
enamel colors in 48 and 54-in. 
(Continued on page 56) 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 


























FIRST CLASS 
PERMIT NO. 36 


New York, N. ¥. 








BUSINESS REPLY AR 


Ne postage necessery if mailed in the United Sicates 





POSTAGE Wit BE PAID BY 


HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 


Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted. 12/38/88 


Pledse send me further information on the WHAT'S NEW items, code numbers 
for which | hove circled below. 
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Here is Your Quick Check Card 


What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New” columns. You get more of these in 
HARDWARE AGE than in any other magazine. 


@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 





















































Postcard valid & weeks only. After that use own letterhead fully describing Item wanted. 12/18/58 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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POSTAGE WIiLk BE PAID BY 


HARDWARE AGE 
Post Office Box 60 
Village Station 

NEW YORK 14, N. Y. 
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WHAT'S NEW 








(Continued from page 52) 








widths. Stainless steel bolts are 
furnished for assembly of canopy 
which is shipped knocked down. 
Bulletin available. Leigh Building 
Products, Div., Air Control Prod- 


ucts, Inc. 
For -nore data circle No. 24 on postcard, p. 53 


8-in. size general pruner 


Home gardeners or professional 
gardeners will want the 8-in. Wiss 





Pruner with large hook and blade 
for all general pruning. It has 
keenly edged thin blades of hard- 
ened, tempered construction. Retail 
price $2.95. J. Wiss & Sons Co. 


For more data circle No. 25 on postcerd, p. 53 


Quick service screw package 


Screw sales can be speeded con- 
siderably with this new merchan- 
dising system. You don’t have to 
count out screws, just pick up a 
transparent envelope containing a 
precounted number. Customers can 
serve themselves from the self-dis- 
pensing carton or bin. Delta-Pak 


56 





eartons contain 10 Paks of 190 
screws each (all the same size). In 
larger sizes, the screws are packed 
five per envelope. Forty-one fast 
moving sizes of quality, plated 
wood and tapping screws now come 
in Paks retailing from 8¢ to 20¢. 
Others are on the wav. A life-size 
silhouette of the screw contained is 





ake 


printed on each carton. Delta- 
American Screw & Mfg. Corp. 
For more data circle No. 26 on postcard, p. 53 


Improved roller coater 


This 90 in. super roller gives 
professional quality painting ser- 
vice. The all-steel unit is of squir- 
rel cage construction with hard 
steel shielded bearings to provide 
perfect alignment and smooth, 


drip-free, non-skid rolling. Roller 
may be soaked in paint remover. 


eaten 





Covers are permanently round for 
smooth rolling. Fabrics are per- 
manently bonded to core. The roller 
has a threaded handle for use with 
extension pole. Brush Div., Pitts- 
burgh Plate Glass Co. 


For more data circle No. 27 on postcard, p. 53 





Shovel handie safety feature 


This shovel 
beam handle 


has a patented I- 
reinforcement de- 





signed to prevent handle breakage. 
It increases handle stress resis- 
tance from 150-190 Ibs to 350-400 
Ibs, which is more pressure than 
most men can apply, even mis-using 
shovel as a pry bar. When handle 
is sprung abnormally, steel inserts 
take the overload. Wood Shovel & 
Tool Co. 


For more data circle No. 28 on postcard, p. 53 


Screen and storm doors 


Here’s a combination screen and 
storm door, designed to retai! for 
$39.95, and offered to sell under a 
dealer’s own trade name. Made of 
zinc-coated tubular metal, finished 
in white baked enamel, it resists 
corrosion and oxidation. It is also 
offered for $10 extra retail in 
choice of 13 decorator colors. In- 
stallation instructions are packed 
with each door. Ad mats, TV and 
radio commercials, point-of-sale 


displays available. F’. C. Russell Co. 
For more data circle No. 29 on postcard, p. 53 


Self-drilling anchor 


This anchor enables fastening 
fixtures to concrete, stone and brick 
without use of masonry drills. The 
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Drilfast self-drilling anchor fea- 
tures extra-sharp ground drilling 
points which drill their own hole 
in concrete, brick and stone. Hole 
is drilled, then anchor is removed, 
expander plug inserted and replaced 
in same hole. A few blows with 
hammer expands anchor. These an- 
chors are offered in six different 
models with bolt diameters ranging 
from \% to “4 in. Low price, steel 
construction iad positive holding 
power are other features. Fixtures 
can be removed and replaced in 
same anchor. U.S. Expansion Bolt 
Co. 


For more data circle No. 30 on postcard, p. 53 


A one-way door viewer 


who want a low- 
priced wide angle one-way door 
viewer will want the Remington 
Pre Vu Door Viewer selling at $1. 
It is offered in two bright attrac- 
tive packagings. It allows user to 
see out, but no one can see in. This 
viewer requires only a %-in. hole 


Customers 





for installation. Remington Hard- 


ware Co., Inc. 
For more data circle No. 31 on postcard, p. 53 


Electric fry pan cover 
Here’s a square Filter-Fry cover 
designed especially for electric fry 





pans. The cover is constructed of 
slit and expanded, heavy-gage alu- 
minum foil, in a filter-type design. 
It is rust-proof and will fit pans up 
to 12% in. The cover’s filter pat- 
tern permits steam to escape freely, 
yet catches grease to prevent spat- 
tering. It is packaged in a clear 
plastic envelope. Research Products 
Corp. 

For more data circle No. 32 on postcard, p. 53 


Economy closed-face reel 


The Langley 999 is a popular- 
priced casting reel that permits 





longer casts with lighter lures. 
Equipped with star drag and double 
handle, the reel comes factory-filled 
with 120 yards of 6-lb monofila- 
ment. Sells for $14.95. Langley 
Corp. 


For more data circle No. 32 on postcard, p. 53 


Brass tinted tubing line 


Customers with homes near the 
water or who own airplanes or 


rae ree 
COR ae S 


FR Se Fe 
Sees 





boats will want this aluminum 
(brass tinted) tubing and acces- 
sories for hanging draperies. It is 
light weight, tarnish proof and has 
corrosion-resistant finish. Offered 
in 1 in. 2nd %-in. diameters in 12 
ft lengths, it is complemented with 
a rosette decorated brass plated 
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HYDE MFG. CO. 


Southbridge, Mass., U.S. A. 






STARRING «. 


nation’: most intere SPE 


Your most p rofitable 
net nhardwar re 


STAR'S 


war 


Handsome steel and die-cast pieces 
beautifully finished in Chrome, Black, 
Polished Brass, Polished Copper 
Nickel or Prime Coat. 


SWEPT-WING 
HINGE 
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Semi-Conceaied 
Type in ¥,"", 7," 


#521 
Offset Type in %" 


* Centers 
tact avail- 


able in Nickel) 


KNOBS & BASES 


#597—Ii'/." Knob 
##597—2"' Knob 
#510-B—2'/,"" Base 
2#510-B—3'/,"" Base 
(may be purchased 
separately or in any 
combinetion 
desired—not avail- 
able in Nickel) 





ALWAY MAGNET 
CATCH 

#232 

Only catch in its 
price class that can 
be used on lipped, 
flush or overlay 
doors (Aluminum 
only) 















Ask for complete 
catalo & price 
list TODAY. At- 
acre. en 


ae x ny 

display 
te he samples 
available upon 
request. 


ycT TS Co. 


STAR ME een 
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Sold through wholesalers only 





WHAT'S NEW 


steel bracket and is adjustable from 
two to three inches. Lightness of 
tubes relieves strain between brack- 
ets and wall. Brackets support drap- 
eries instead of weight of brass 
rod. Stanley-Judd, Div. of Stanley 
Works. 


For more data circle No. 34 on postcard, p. 53 








Lasso for use with hoops 


The Lass-O-Hoop is a length of 
brightly colored braided cord with 
loops on each end and a swivel for 
using with a hoop. It permits the 
hoop user to twirl hoop with hand 
much in the fashion ef a lasso. In- 
dividually carded and packaged in 
a polyethylene bag with instruc- 

















tions. Retails at 49¢. 
Mills. 


For more data circle No. 35 on postcard, p. 53 


West Georgia 


25-in. riding lawn mower 


This 4% h.p. Musgrave 25-in. 
riding lawn mower has a peda!- 


mon 





operated cutting height adjustment 


‘which allows user to raise blade 


and deck assembly over rocks or 
similar obstacles without stopping 
mower. Other features are: sculp- 
tured styling, rear mounted engine, 





adjustable chair-height seat, vari- 
able auto-type speed control, blade 
clutch and extra rugged construc- 
tion. The line also includes a 
3-bladed 32-in. model and a single- 
bladed 24-in. machine. Musgrave, 
Inc. 


For more data circle No. 36 on postcard, p. 53 


Outdoor barbecue grills 


Customers who like colorful grill 
outfits for outdoor cookery will 





want one of these 12 models priced 
from $9.95 to $69.95. They are 
built around three basic fire bow! 
units to simplify inventory control. 
The top model in the line has a 
24-in. 18-gage steel fire bow! with 
green and white spatter, heat-re- 
sistant finish. It has an adjustable 
draft damper in bottom of bowl 
with control handle at front of bar- 
becue. Split-level grill can be used 
all at one level or with half of grill 
raised two inches. Grill can be 
raised or lowered three inches. Ar- 


vin Industries, Inc. 
For more data circle No. 37 on postcard, p. 53 


Lawn furniture webbing kit 


Your customer can create his 
own color designs with this new 
Ru-Son lawn furniture webbing 
kit. Each kit contains 17 ft of 2\%4- 
in. Firestone Velon webbing which 
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can help you 















Assembly accounts for up to 80% of the total costs of pro- 
duction. Every manufacturer is constantly seeking more 
reliable, more economical fastening methods. 





| Continental experience helps fastener users in every field 
| “draw a bead” on this big target. The hits they score are 
| likewise hits for Continental Ho_tite Dealers. Each success- 
ful application starts a chain of steady repeat sales that builds 
volume — makes fastener business pay extra profits. 


The dealers who know the fastener market know it pays to 
feature the live line — the complete line of Continental 
HOLTITE Fasteners. For details, write: Continental Screw Co., 
New Bedford, Massachusetts. 


CONTINENTAL , 


SCREW COMPANY, NEW BEDFORD, MASS. 


| HOLTITE FASTENERS = 


\ 





HY-PRO TOOL COMPANY... DiviSiION 
/ RESEARCH ENG. & MFG., INC. SUBSIDIARY 
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score more hits 


on industry’s 


biggest target 


for 


cost reduction 


You can count on Continental — 


FOR MORE STANDARDS IN STOCK 

As a Continental Hoititre Dealer, you can 
supply any recognized standard type, style, or 
size — from one dependable source — and offer 
delivery without delay. 


FOR STEADY SALES PROMOTION 


Continental’s continuous advertising and special- 
ized sales engineering constantly steer more buy- 
ers to you — buyers who know the HOLTITE 
name on the package means highest quality. 


FOR TESTED, TROUBLE-FREE PACKAGING 
All Ho.tire standard fasteners are available in 
the popular Continental Sleeve Box — the tested 
and proved packaging that saves handling costs, 
simplifies inventory, and improves appearance 
of shelf stocks. 









MEMBER 
CREW RESEARCH ASSOCIATION 


HOLTITE PHILLIPS 
AND SLOTTED HEAD 


WOOD + MACHINE * TAPPING 
THREAD FORMING » 
___-SEMS * NYLOK 

‘ HY-PRO PHILLIPS 

' INSERT BITS AND HOLDERS 


WHAT’S NEW 





is enough to rewebb most standard 
chairs vertically or horizontally. To 
do a complete chair, the customer 
can buy two kits of the same color 
or one each of two colors from the 
assortment of white, red, green, 
yellow, turquoise, pink or black. 
Retails for $1. Ru-Son Products 
Co. 


For more data circle No. 38 on postcard, p. 53 


Dual-purpose metal bracket 


Support for a sagging closet 
shelf and a clothes hanger rod in 
a single installation is combined in 
this McKinney closet shelf and rod 
support. It can be used in any 
closet to support a shelf up to 12 
in. wide. U-shaped pole holder an- 
gled at the facing end of bracket 
supports clothes hanger rod or pipe 





up to 1%-in. diameter. It is made 
of heavy gage steel and comes with 
three screws in a firmly attached 
envelope. Priced at 85¢ per unit 
McKinney Mfg. Co. 

For more data circle No. 39 on postcard, p. 53 


Aluminum post and lantern 


This all-aluminum lantern is 
finished in satin black and has 





frosted glass side panels. It stands 
13% in. high and is 8% in. wide. 
Lantern comes complete with light 
socket. The 3-in. diameter wrought 
iron post is 78 in. high. Jnterna- 
tional Lighting Mfg. Co. 

For more data circle Ne. 40 on postcard, p. 53 


Children's sports cars 


Two youngsters can ride in the 
Vanguard Special Rocket sports car 





which has a 5-ft long body rein- 
forced and made of fiberglass. It 


has brakes which stop both rear 


wheels and automatic centrifugal 
clutch for variable speeds. When 
power is cut off, car is automati- 
cally thrown out of drive. It has 
a two-cycle engine. Engine and 
running mechanism are enclosed 
in rear compartment. List price 
$159.95. Great Lakes Tractor Co. 


For more data circle No. 41 on postcard, p. 53 


Bamboo pliant supports 


Home gardeners will want Mac- 
Pak bamboo plant supports, dyed a 


r 
£:. 
: 
x. 
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rich forest green. They are offered 
in 2, 3 and 4-ft lengths and are 
packaged in bundles of 25. Free 
display rack furnished. McHutchi- 


son & Co. 
For more data circle No. 42 on postcard, p. 53 
(Resume reading on page 16) 








TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





(Continued from page 16) 
rugated display is green, yellow 
and black and assembles easily. It 
is a compact unit (4 ft x 16% in. 
deep) that holds a complete selec- 
tion of Black Leaf items. Display 
comes with an order for 12 cases 
of the most popular products plus 
one case of Rose Leaf Floral Dust 
free. Retails for $224.64. Cost to 
you is $124.77. Black Leaf Prod- 


ucts Co. 
For more data ci-cle No. 43 on postcard, p. 53 


Sprinkler, free nozzle deal 


A $1 hose nozzle is packaged with 
Lafayette’s Dial-O-matic sprinkler 
to retail for $5.10. The chrome 
plated garden hose nozzle is free to 
wholesaler and dealer and costs the 
customer only 10¢. The package 
offers no setup problems. This spe- 





cial offer expires Jan. 31. 
ette Brass Mfg. Co., Inc. 


For more data circle No. 44 on postcard, p. 53 


Lafay- 


Packaged cabinet hardware 


The Comet Line of lower priced 
cabinet hardware is packaged in 
clear, polyethylene bags with 
screws. There are 100 units packed 
in the Comet Serva-Pack shipping 
container. Unit opens along one 
corner for self-service convenience 
and storage display. Star Metal 


Products Co. 
For more data circle No. 45 on postcard, p. 53 


Pre-pack fixture display 
Twenty-three bubble-packed and 

card-mounted fixtures for use on 

perforated panels are shown on the 
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K-5 Merchandiser. There are also 
10 each of TE-35 and TQ-1 stand- 
ard boxes, 250 stablizers and four 
sizes of perforated board. Item 
numbers are stenciled on upright 
perforated board background to 
simplify reordering. Unit is 54 
in. high and occupies floor space 


24 x 21 in. Turnbuckles. Inc. 
For more data circle No. 46 on postcard, p. 53 


Steel jacket flashlight cell 


Here’s a D-size flashlight bat- 
tery with leakproof steel outer case 
and internal chemical chrome coat- 
ing. The chrome coating helps ex- 
tend shelf life and useful service. 
A new label design on the steel jack 
is ultra-modern with red, black and 
white color motif including the 
maker’s black and white striped 





List 
Burgess Battery Co. 


For more data circle Ne. 47 on postcard, p. 53 


trademark. price is 20¢. 


Pruning shear merchandiser 


Customers can try this Snap-Cut 
pruning shear for themselves be- 
“ ve they buy. A wooden dowel is 
mcluded in each tray package for 
test cutting and customers are 
urged to try it by the new counter 
display. The redesigned counter 
display takes up a third less space 





than previous units and points up 


-~ 


5 profit-making reasons 


why more dealers are selling 
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ELL CHAIN 
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SELF-SERVICE DISPLAY MERCHANDISERS Bas 
Attractive Reel DISPLAY UNIT. Cutter attached. 
“Blue Temper’ MERCHANDISER, two-way display 
for counter or aisle, in one square foot of space. 
CAM-PAILS—footage pack—all-steel, water-resistant. 


STRATEGICALLY LOCATED WAREHOUSES .. 
Assure you prompt delivery and service. Back-up 
stocks are maintained in a nation-wide network of 
warehouses. 


“BLUE TEMPER” PRE-CUT PACKAGED CHAIN— 
exclusive .. . Rich blue color . . . tempered right into 
the chain itself. Prooy Coil Chain—3/16", 1/4”, 5/16’, 
3/8"—pre-cut to lengths of 10’, 15’, 20’, 50’ and 
100’; pre-packed for self-service display; clean—no 
more dirty handling; labeled for instant identification 
of grade and size. 


NEW “HALL-MARK” CHAIN—permanently identified 

. BY MAKE—the Campbell “‘C’’ in relief on every 
other link. BY GRADE—the grade mark is on alternat- 
ing links. BY ‘5’ INTERVALS—marked and color-coded 
for quick, exact measurement. 


“MEASURE-MARK” CHAIN— originally introduced 
by Campbell .. . Marked exactly every 5 feet . . . for 
quick, accurate measurement. Color-coded for instant 
identification of chain grade. Inventory labels are 
color-coded, too. Green—Proof Coil; Red—BBB; Blue 
—High Test; Orange—-Cam-Alloy. 


The complete Campbell jine includes welded and weldless chain in every size and grade. 


CAMPBELL COIL CHAIN 
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CAMPBELL MACHINE CHAIN 
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TO HELP YOU SELL 








features of the shears. All other 
tools in the Snap-Cut line also have 
new packages. Seymour Smith & 


Son, Inc. 
For more data circle No. 48 on postcard, p. 53 


Roller skate merchandiser 


You'll find Chicago roller skates 
easy to sell and easy to handle in 
this new packaging for all models 
in the line. The contents is identi- 
fied by art and sales copy on the 
package which opens and closes 
easily without damage. The die- 
cut lid converts into a hard selling 
display in a minimum of space. 
Carrying handle on the carton pro- 





motes self-service sales. Chicago 
Roller Skate Co. 


Fer more data circle No. 49 on postcard, p. 53 


Masonry anchor bulletin 


Two specially designed aluminum 
masonry anchors, the Diamond 
Hammer Drive and the Fur-N- 
Strip, are described in this two- 
page, two-color bulletin which has 
six photographs and two cut-away 
line drawings. The interior con- 


62 





struction of both masonry anchors 
is shown with lists explaining in- 
stallation methods. Chart gives 
sizes, suggested working loads, 
weights, packaging and catalog 
numbers. Diamond Expansion Bolt 
Co. 


For more data circle Ne. 50 on postcard, p. 53 


Rolling sprinkler display 

Dealers can add action to their 
displays through use of the plastic 
dome that demonstrates action of 
the Whale of a Sprinkler. Clear 
plastic dome allows complete visual 
proof of performance of unit as it 
moves along a fixed hose at base of 





display. Display is attractively 
painted. Lynden Metal Craft Co. 


Fer more data circle No. 51 on postcard, p. 53 


Three dimension bulb display 


With this full line display of 
light bulbs a dealer has a promo- 
tion piece and a guide to customer 
bulb needs. It is also a_ three- 
dimensional catalog of bulb types 
for the dealer. The panel holds 67 
lamp types, including Westinghouse 


gens FOR BFERY jie 
— mis 





Eye Saving bulbs. Stick-on identi- 
fication tickets cover 100 bulb 
types. Tickets have provision for 
stock or catalog numbers to iden- 
tify lamps. Lamp Div., Westing- 
house Electric Corp. 

For more data circle No. 52 on postcard, p. 53 


Bracket for perforated board 


With the Peg-A-Dazey wal! 
bracket dealers can mount Dazey 





wall-mounted products on perfor- 
ated wall boards. The bracket fits 
on a %&-in. perforated board to dis- 
play Dazey can openers, ice crush- 
ers, knife sharpeners, fruit juicers, 
pencil sharpeners and nut crackers. 
Dazey Corp. 


For more data circle No. 53 on postcard, p. 53 


Booklet on spray painting 


“Car Color Touch-Up Spray Tips” 
is a booklet telling how to make old 
surfaces look like new. The booklet 
features illustrations on how to 
protect surrounding areas; how to 
prepare surface of automobile to 
be sprayed; how to use paint 
shields for small areas and how to 
improve the final appearance of the 
touch-up job on a car. Booklet also 
shows how to use car colors for 
home decorating and how to care 
and store aerosol paints properly. 
Plasti-Kote, Inc. 


For more data circle No. 54 on postcard, p. 53 


Lockset display mourts 


Two display mounts are offered 
for featuring Kwikset Imperial line 
locksets. Mounts are set on ball 
bearings so that locksets and trim 
rosettes can be viewed from either 
side. Large combination mount dis- 
plays an entry, privacy and passage 
lockset with two unusual trim 
rosettes. Small mount contains an 
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entry model lockset, and both can 
be ordered with either Catalina or 
Balboa knob design. The mounts 
are free when ordered comp’ete 
with hardware. Kwikset Dvwiv., 


American Hardware Corp. 
For more data circle No. 55 on postcard, p. 53 


Weatherstripping packaging 


The DrafStop lines of weather- 
stripping and door bottoms are 
available in new multi-colored, self- 
service display cartons. Weather- 
strip cartons contain 15 units at 
$1.95 per kit. Door bottom cartons 





have 10 units at $2.95 per kit. 
Weatherstrip and door bottem kits 
each contain enough material for 
one door. A two-color target type 
display is available. Roberts Co. 


For more data circle Neo. 56 on postcard, p. 53 


Revamped bird food packs 


Hyde wild bird foods are now 
offered in new three-color packag- 
ing in greens and browns to make 
them eye-catchers. The new packag- 
ing is used for Hyde’s Sird Snack, 
Bird Banquet, Complete Dinner and 
Tidbits. Promotional pieces for 
dealer use include a small colorful 
envelope stuffer, “Your Yard of 
Happiness” and an_ eight-page 
6x9-in. mailer on Hyde feeders, 
homes and food with space for 
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SO EASY 
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DRAMATIC. PACKAGING 
specialties 


TO CHOOSE 
AND BUY 


| Few who see this dazzling array of sparkling 
hardware conveniences can resist stopping and 


) Shopping! It’s fun to select the many wan 


including 
FREE 





ae ¥ <a 


WESSEi HARDWARE CORP. 


919-93) N. Sth St., Philadelphia 23, Pa. 
In Canada: Geo. S. Hall Co., 25 Grenville St., Toronto 1 
Evport: Hall & Reis, Inc., 165 Broadway, New York 6 


SALES-MAKING 
REVOLVING DISPLAY 


items! A/-H COMPAKS have quality, distinc- 
tion, practicality—everything to attract shoppers 
who buy fast, yet who want to see at a glance 

nme: § What they're seeking 
. —-everything to pro- 
mote impulse buying, 
to quicken turnover, to 
increase profits for 
yov. Get the complete 
W/ HW #8801 chrome 


and brass assortment, 
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Now is the time 
for 





STANLEY 





PROFITOOL 


“Our sales today, based on a com- 
parison of invoices before and after 
installation of our PROFITOOL 
tool center, are twice what they 
used to be and there is no indica- 
tion we have reached our first 
ne ff point yet.” So says Mr. 
James R. Davie, Sales Manager of 
Lincoln Avenue Lumber & Mill 
Co., Pasadena, California. 

Now is the time to install 
PROFITOOL. Mail a post card 
with your name and address to 
PROFITOOL, Stanley Tools, New 
Britain, Conn., and full details go 
to you by return mail. Do it now. 
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Fruit Bowls 


Wall Planters 
Table Planters 
Party Caddies 
Centerpiece Sets 
Candle Holders 


Candelabras 


se Se 


Ba ia el lliaacmee 


Stock (79773 


Beverage Caddies 
Magazine Caddies 


Bock Caddies 
Hostess Caddies 













prices 
80 fast-selling, 
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money-making 
tistic giftwores and 
housewares. 


Bete. ; s am, 













MAY 
SORE > 
Packaged *F 








































EASY TO DISPLAY 
IN BIN OR ON 
PERFORATED 
BOARD 


* ELIMINATE 
Loose-piece losses. 
Time losses. 


* OFFER 
Easier selling. 
Greater convenience. 
Improved appearance. 
Maximum protection. 


ORDER FROM YOUR WHOLESALER 


INDIANA 


MICHIGAN 





mm 7 

















TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 





SAS eRe 
ES 


mailing address. Hyde Bird Feeder 
Co. 


For more data circle No. 57 on postcard, p. 53 


Revolving fix-it display 


This Merry-Go-Round merchan- 
dising display rack for repair 
materials is designed to offer maxi- 
mum counter display exposure with 
minimum use of space. Display 
loaded with merchandise and topped 
off with colorful metal sign is 13 
in. wide and 30 in. high. It contains 
i2 Duro Plastic Aluminum, six 





* 


each of Plastic Rubber and Plastic 
Porcelain and four each of Duro 
White Plastic Rubber, Epoxe Chem- 
steel and Duro Handy Patch. Wood- 
hill Chemical Corp. 


For more data circle No. 58 on postcard, p. 53 


Bucket display for files 


This Fuller bucket offers an as- 
sortment of 24 chrome alloy steel 
files imported from Portugal with 
a total retail list of $13.20. Assort- 
ment has files with retail values up 
to 85¢ each, priced to retail at 
55¢. Files have clean sherp teeth, 








nickel-plated ferrules and colorful 
comfort-grip handles. Assortment 
includes 6 and 8-in. mill bastard, 
round bastard files and extra slim 
taper files. Fuller Tool Co., Inc. 


For more data circle No. 59 on postcard, p. 53 


Garden hose catalog sheets 


Colorful catalog sheets covering 
the complete Supplex line of rein- 
forced and non-reinforced garden 
hose. The sheets conform to 
NWHA recommendations. Sheet 
describing the Supplex Flexible 
Sprinkler gives a complete descrip- 
tion of the new reel on which the 
sprinkler is packed. Supplex Co. 


For more data circle Ne. 60 on postcard, p. 53 


12-page power tool guide 

Fourteen popular portable elec- 
tric tools plus a list of accessories 
for homecraftsmen are illustrated 
in this guide. It gives uses for 
electric saws, sanders, drills, rout- 
ers and garden equipment. Pointers 
on what to look for when buying 
these items are also given. Porter- 
Cable Machine Co. 


Fer more data circle No. 61 on postcard, p. 53 


Paint blending machine 


The Jet blender, sized to fit your 
front counter, can prepare a wide 


| MARTIN 


ie 


| PAINTS 


Bee 
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selection of custom colors within a 
few seconds. A precision valve 
measures out colorants in units as 
small as 1/16ths of an ounce. The 
machine is operated by 10 valves, 
each connected to a separate color- 
ant container. Colors can be pre- 
pared for nearly all types of fin- 
ishes including new water thinned 
paints, flat, gloss and semi-gloss 
enamel, exteriors, floor and trim 
and masonry finish. Martin-Senour 
Co. 


For more deta circle No. 62 on postcard, p. 53 


NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 








Display fixture hardware 


You can make your own fixtures 
with this K-V component hardware 





for 4, 6 and 8-ft display assemblies. 
Package consists of: two 50-in. end 
standards; one 50-in. center stand- 
ard; two connecting bars, available 
in 24, 36 and 48-in. lengths: two 
pairs of end braces; two pairs of 
center braces with screws and 
three top caps. Standards are 
slotted on two sides to accommo- 
date adjustable shelf brackets in 
varied lengths. Knape & Vogt Mfg. 
Co. 


For more data circle No. 63 on postcard, p. 53 


Adding machine and marker 


The Add-N-Mark is a low-cost 
adding machine which can be con- 
verted quickly into a price marking 
machine. It uses both pressure 
sensitive and gum labels with 
marking capacity of $99.99. Label 
size is % to % in. wide by *% in. 
high. It is available in 10-key and 
full key keyboard models in elec- 
tric and non-electric models. Be- 
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cause prices to be marked are eas- 
ily changed by push buttons, short 
runs are aS easy and practical as 
long runs. Changing from adding 
machine function to price marking 
and back is a clean, simple job. 
Victor Adding Machine Co. 


For more data circle No. 64 on postcard, p. 53 


Bulletin on steel frames 


An eight-page bulletin describes 
applications for FlexAngle slotted 
angles for storage and display 
racks. It also describes the Flex- 
Angle cutter, swivel casters and 
shelf panels. Bulletin 958 also de- 
scribes shelf panels for use with 


this system. FlexAngle Corp. 
For more data circle No. 65 on postcard, p. 53 


Air operated carton stapler 


There is plenty of use for this 
new Bostitch stapler around the 
warehouse or stockroom. The air 
operated Sidestrike seals filled con- 
tainers completely from the out- 
side with 114-in.-wide crown sta- 
ples. It is for sealing partial over- 
lap, full overlap, telescope, smal] 
regular slotted containers, ve- 
panel folders and similar boxes 
from the side. An automatic trip 
bar drives a staple with every push 
of the box. Stapling head can be 
rotated to apply staples vertically 








MOST WANTED 
Laie + Poe 


m= UN a x STON | = 
Sopa Shel 
MACHINISTS’ CHESTS 


UNION has done it again! Here now in sturdy, 
streamlined steel are two chests which offer 
the ultimate in design, ultra-modern appear- 
ance, rugged construction, increased capacity, 
easier accessibility and 100% utility for ma- 
chinists, tool and die makers, aircraft and 
auto mechanics, millwrights, skilled techni- 
cians, etc. 





MODEL MT-3 (above) 
3 full width drawers and till 


Overall size (both 
models) 2042” x9" x 14” 


MODEL MT-7 (below) 
7 drawers and till 





seamless reinforced cover . 
aggre bottom reinforcement = 
Non-sag drawer and till bottoms — 
extension drawer gliders with = “4 
stop . . . Easy-to-clear. porcelain-li + ga 
ish.. ‘Felt-lined drawers and tl 
King-size dimensions. 











JOBBERS! DEALERS! 


Cash-in on the tremendous demand for these 
fast-selling items. Place your stock orders 
now! Literature and prices on request. 
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No. 545 
Unique Design 
Great Acceptance 
Competitive Price 
Excellent Profit 


Design Patent No. 183006 


3” Centers 


Design Leadership 


Recognized as one of Amer- 
ica’s outstanding industrial 
designers, Frank Fremstad, 
Chief Design Engineer of 
Ajax Hardware Corporation, 
carries primary responsibil- 
ity for the outstanding prod- 
uct designs that have made 
Ajax the acknowledged lead- 
er in product styling. 

Design patents granted by 
the U.S. Patent office include 
such items as the Swept 
Wing pull, Nordic Modern 
pull, Concealed Hinges Nos. 
551, 554, 555, 558, 559, 
Spring-Eze Door Stop and 
meny, many others. This 
outstanding design leader- 
ship is just one reason why 
AJAX is the Value-Rated 
Line.* 


*Every AJAX preduct must receive a 
plus 4 rating in design, appearance, 
function and durability before it is 
placed on the market. 


® 
) / SAX AJAX HARDWARE CORPORATION 


4355 Valley Bivd. 
Los Angeles 32, California 
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NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





or horizontally and can be adjusted 
to different box heights without 
tools. A polished work table with 
welded steel frame is supplied with 


the machine. Bostitch. 
For more data circle Neo. 66 on postcard, p. 53 


Revolving catalog rack 


This rack is based on the Frick- 
Gallagher Rotabin principle and is 





| i PA 
a series of four independently re- 
volving trays in which catalogs may 
be filed. Offered in gray or green 
baked-on enamel finish, it has five 
permanent compartments 21 in. 
wide at face, 15 in. deep and 7 in. 
high. Rack stands 65% in. high. 
Each rotating section is a one-piece 
hub and a one-piece bottom disk 
flanged and beaded for stiffness. 
Frick-Gallagher Mfg. Co. 


For more data circle No. 67 on postcard, p. 53 


Foot-feed saw chain grinder 


You can get into the chain saw 
servicing business with the help 
of this semi-automatic saw chain 
grinder. This new Peerless grinder 
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is compact, accurate and easy to 
operate as it remachines saw cut- 
ters with exact uniformity. There 
is a foot feed on the grinding 
wheel and the unit can be used on 
pedestal or bench. Fully adjustable 
horizontally and vertically. The 
grinder comes with an extension 
bar for long chains, diamond 
dresser, and four sizes of grinding 
wheels. Grinder Div., Fate-Root- 
Heath Co. 


For more data circle No. 68 on postcard, p. 53 


Low-cost drum handler 


If you lift, stack or pour liquids 
from a lot of heavy drums you will 
find this Big Joe Drum Tilter 
handy to have around. This ma- 
chine will handle 1,000 lb drums 
hydraulically in all of these opera- 
tions. Pouring can be controlled at 
all heights, at any degree from 
ground level. Drum Tilter is easy 
to push and position in drum aisles 





- 


Model shown lifts to height of 84 
in. Other models available will 
reach to 130 in. Features a heavy- 
duty industrial battery and 12 volt 
system. Big Joe Mfg. Co. 


For more data circle No. 69 on postcard, p. 53 


Walkie-type truck booklet 


A 16-page color booklet, “Trans- 
porter Facts and Factors” shows 
the Transporter walkie-type truck 
suited for work in highly congested 
areas and for short hauls or inter- 
mittent operations. Illustrations 
show applications, custom-built 
specials and types of pallets or 
skids used with each Transporter 
truck. Power features of the 
trucks are outlined together with 
specifications. Automatic Trans- 
portation Co. 

For more data circle No. 70 on postcard, p. 53 
(Resume reading on page 17) 
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A new /ine of Knobs, Pulls and 
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Pyrite 
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ig Decorative Trim...... three dimen- 
ee sional reproductions of fruits and 
wre? vegetables in rich Old Copper and 
Fame tts Polished Brass finishes. 
> Use them 


As Knobs and Pulls @ Mixed or Matched 
As Wall Plaques or Decorative Trim 


Eight beautiful items make up the 
as complete Horn of Plenty line. It is 
: without question the most original 
line of decorator hardware ever to be 
put on the market. 


Write on letterhead for free 
sample and catalog page. 


All pulls on 3” centers. 


7 


AJAX HARDWARE CORPORATION 
4355 Valley Bivd. 


Los Angeles 32, California 
DEPT. J 


Pat. Pending 








How's the Hardware Business? 





Yuba Industries’ “contra-seasonal" selling idea 
is put to work on power mowers and power tools 


The word “Yuba” made its first 
appearguce in the news pages of 
HARDWARE AGE early this year. 
It has appeared several times since 
then. 

“Yuba” is now in the hardware 
business with both feet, behind 
such well known names as Shop- 
smith and Choremaster. Yet, very 
few hardwaremen know who or 
what “Yuba” is. 

Yuba is a name well known in 
the heavy steel fabricating field, in 
mining and i. machinery, and in 
electronics. Yuba Consolidated In- 
dustries of San Francisco took its 
name from a river in California 
and its early activities were in the 
mining machinery field. 

However, Yuba soon found itself 
facing the problem of many manu- 
facturers these days ... the need 
to diversify to develop long term 
stability in operations. 


Diversify with durables 


Tall, restless John McGara, the 
man guiding Yuba, has a simple 
answer to why Yuba is in the hard- 
ware field: “Yuba is looking for di- 
versification, and especially where 
we can get contra-seasonal oppor- 
tunities in sales and manufactur- 
ing.” 

Forty - eight - year - old McGara, 
who handled various assignmenis 
for H. K. Porter Co., Inc., of 
Pittsburgh, before joining Yuba, 
thought these opportunities could 
be found in the consumer durables 
field. 

His first step toward this diver- 
sification was the purchase of 
Magna Power Tool Corp. in March 
1958. Magna markets the Shop- 
smith line of multi-purpose home- 
workshop power tools on a direct- 
to-dealer basis. It also recently in- 
troduced a line of single-purpose 
tools under the Magna name. These 
tools have their best sales in the 
winter months. 


Then, to meet the “contra-sea- 
sonal’’ concept, McGara wanted to 
balance this sales pattern with 
products that would peak in the 
spring or summer. Lawn mowers 
and garden equipment would meet 
this requirement nicely. 

So, the next step Yuba took was 

(Continued .an page 72) 


Hardwere monufacturers 
ask relief from imports 


A number of American hardware 
manufacturers have asked the US 
Tariff Commission to change pres- 
ent tariffs and seek quota restric- 
tions on certain import items. The 
items include: axes and axe heads, 
wire nails and other fasteners, and 
gaivanized fencing and fence wire. 

The group of manufacturers has 
asked the Tariff Commission to 
hold hearings on the damage being 
done to domestic manufacture by 
these imports. Hearings are set 
for March, 1959. 

If the Tariff Commission finds 
that imports are doing heavy dam- 
age, it can raise tariffs or impose 
quota restrictions, or do both. 

The companies are asking relief 
under the “escape clause,” which 
permits nations acting under the 
reciprocal trade agreement to back 
out of the agreement when imports 
“seriously” damage domestic in- 
dustry. 

In separate actions, relier 
from the effects of imports is asked 
by: True Temper Corp., Fayette R. 
Plumb, Inc., Mann Edge Tool Co., 
Atlantic Steel Co., Continental 
Steel Co., and Keystone Steel & 
Wire Co. 

The Tariff Commission has also 
reported it rejected an earlier ap- 
plication for relief on imports of 
barbed wire under the “escape 
clause” sought by Atlantic Steel 
Co., and others. 

The reason for denying the re- 


quest for tariffs or quota restric- 
tions on barbed wire was that 
barbed wire is different than some 
other types of imports. Congress 
has indicated barbed wire is free of 
import quotas for the benefit of 
farmers. Until Congress changes 
its mind, the Tariff Commission 
cannot either impose tariffs or set 
quota restrictions. 


Retail sales increase; 
First time in 5 months 


Hardware store sales in October 
were higher than for the same 
month of last year. This is the first 
time in five months that 1958 
monthly figures have been higher. 
The October sales figures indicate 
that retail sales may show good 
gains for the final quarter of 1958. 

Retail hardware store sales in 
October were $242 million, the 
Commerce Department reports. 
That’s $2 million, or 1 percent over 
October, 1957, and $17 million, or 
7 percent, over September, 1958. 

The 10-month totals are 1958, 
$2,140 million; 1957, $2,224 mil- 
lion. 

Retail store figures wobbled dur- 
ing the first five months of the 
year, some months going ahead of 
the 1957 months. June, July and 
August figures were lower. Sep- 
tember sales equalled those of a 
year ago. 

Here are the Commerce Depart- 
ment unadjusted estimates of re- 
tail hardware store sales for the 
last three years: 


(millions of dollars) 











1958 1957 1956 
January $172 $163 $175 
February 154 174 171 
March 178 208 207 
April 224 221 227 
May 257 253 266 
June 238 248 275 
July 227 238 250 
August 223 234 251 
September 225 225 245 
October 242 240 258 
Ten-month 
total $2,140 $2,224 $2,325 
November 54 229 254 
December ken 283 314 
Total $2,736  §2,893 
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onsumer Mailers 


New Wholesalers’ Aids 


for Dealers’ Use 


Dealers use 820,000 
Ace Christmas bocks 


Dealers have distributed 820,000 
copies of the Christmas toy and 
gift catalog mailer of Ace Hard- 
ware Corp., Chicago wholesaler. 

The 82-page booklets included 21 
pages of toys, plus housewares, 
gifts, sporting goods, and tools. 
Color was featured throughout the 
booklet. Ace increased the number 
of pace-setter specials to build 


time-saving device for dealers, 
and plans for more selling em- 
phasis on paint were introduced. 
Spring goods, including a boat dis- 
play, dominated the show. 

V & § dealers stocked up more 
than usual on electric housewares 


for Christmas, using 20 percent 
off list as a selling price. This dis- 
count keeps them competitive with 
discounters, when services are 
considered, and returns a 15 per- 
cen\: profit margin. Dealers are 
watching Christmas sales before 


placing heavy Spring orders on 
appliances. 

The show lasted 10 days, with 
a new two-day tour of duty plan 
for dealers. All Cotter dealers 
were divided into four groups. 
Each group got a full two-day tour 
which gave them ample time, in 
an uncrowded atmosphere, to pile 
up product knowledge while writ- 
ing orders. 

Buying was brisk in anticipa- 
tion of an early pick up in busi- 
ness. 








added traffic. Prices ranged from 
20¢ to $117. 

Catalogs were backed by display 
kits that included 3 ft easel display 
ecards, price cards, banners, and 
pennants for store trim. 


Wider co-op ad program 
seen for Cotter dealers 


Some 460 dealers attending the 
recent Spring merchandise show 
of Cotter & Co., Chicago dealer- 
owned wholesaler, heard plans for 
an expansion of co-operative ad- 
vertising. 

In addition to current- cam- 
paigns in Chicago and Grand Rap- 
ids, Mich., Cotter plans to expand 
advertising and promotion in 


more local markets; with news- 
paper ads being started in Mil- 
waukee, Green Bay, and Apple- 
ton, Wis. . 
Departmental checklists as a 
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because Plastex gives 


you mere fo sell! 


FLEXIBLE PIPE 


Plastex Polyethylene ... in sizes 
from %” thru 6” — 75 and 100 psi 
pressure rated —single and twin- 
tube types—lengths- to 600’ — 
NSF approved. 


SEMI-RIGID PIPE 


Plastex Kralastic . .. in sizes from 
4” thru 6” — for pressures to 150 
psi and even greater chemical and 
heat resistance—10’ and 20’ lengths 
with plain ends, or sleeve-type cou- 
pling one end — NSF approved. 


A COMPLETE LINE OF 
FITTINGS FOR BOTH 
Packaged Nylon and Styrene insert- 
type, for mechanical coupling to 
flexible Plastex Pipe — Kralastic for 
solvent-weld coupling to semi-rigid 
Plastex Pipe—in every wanted 
style, ultra precision made, NSF 

approved. 


AND NOW, DRAIN PIPE 
AND FITTINGS, TOO! 


Plastex OX ... high strength, high 
impact drain and sewer pipe — in 
2”, 3” and 4” sizes — plain and per- 
forated — with sleeve-type fittings 
for root-proof solvent-weld joints, or 
dry joints—10’ and 20’ lengths. 


Let us send you complete information 


THE PLASTEY ©. 
GHEE SINCE 1939 
3232 CLEVELAND AVENUE 
COLUMBUS 24, OHIO 











efop 
quality 


° top 
profit 


etops with 
consumers 


Each Blade 
Clearly marked for 
tooth size and what 
it will cut 

Each Blade 
Marked for front end 


Each Blade 


eae Painted, looks good, 
rust resistant 


oe 
~ 


«> 


: Give the mane 
blade made to 
do a man's work. 





By 


Ask your jobber for Griffin Hack Saw 
Blades, Coping Saw Blades 
ond Scroll Saw Blades 


70 


















Promotions 


Manufacturers’ New 
Merchandising Plans 














Alcoa begins a new 


promotional program 


A series of “Market Maker” pro- 
motions has been started by the 
Aluminum Co. of America to aid 
dealer sales of Alcoa products. 

Special advertising emphasis has 
been placed on hardware, house- 


| wares, gifts, sporting goods, and 


residential building products in in- 


_ereased radio, TV, newspaper and 








point-of-sale promotions. 

Great expansion in point-of-sale 
advertising is a highlight of the 
program. Where only a few stores 
per city formerly had this promo- 
tional device, virtually all that 
handle Alcoa products will now be 
included. 


Sales promotion backs 
improved air deodorant 


A new formula and a new sales 
theme, “cleans the air you breathe,” 


-are the basis for a national pro- 


motion of Good-Aire deodorant by 
the Fine Chemicals Div., Shulton 
Co., New York City. 

National and local spot TV ads 
will run in conjunction with the 
network Arthur Godfrey program. 

Metropolitan newspapers will be 
used, and ads will run in This 
Week, Look, Parade, McCall's 
Good Housekeeping, and Suburbia 
Today. 


re 


Promotion aids ready 
for Brand Names Week 


Promotion aids are available 
for dealers who want to tie in 
their stores with Brand Names 
Week April 12 through 18. 

Brand Names Week is the high- 


| light of a program to reward re- 


tailers for featuring brand mer- 
chandise. The best store promo- 
tions win retailers in various 
categories a plaque awarded at 
a dinner in New York City during 
Brand Names Week. 

The promotional aids help deal- 


ers at home join in Brand Names 
Week celebration. A 16-page Pro- 
motion Planbook contains ideas 
for newspaper advertising sec- 
tions. A point-of-sale display kit 
contains pennants, streamers, 
various kinds of cards and tags, 
and shelf markers for in-store pro- 
motions. 

Promotional aids can be ob- 
tained from Brand Names Foun- 
dation, 437 Fifth Ave., New York 
16, N. Y. 


Christmas increases the 
hazards of fire losses 


Fires are a special hazard dur- 
ing the Christmas season. There 
are many practical steps you 
should take to eliminate danger of 
fire. 

Hastily unpacked cartons leave 
a trail of flammable refuse that 
may blaze from a spark, or be set 
off by internal combustion. House- 
clean often. 

Tree lights and ornaments are 
often lighted in their cartons for 
display, and these cartons may not 
be made to withstand the heat. 
Don’t light sets in boxes. 

Milling customers are careless 
with cigarette butts, and will throw 
them on the floor unless you pro- 
vide sand boxes. Don’t let ash- 
trays overflow. 

Another important caution was 
cited to dealers in a Christmas bul- 
letin of Our Own Hardware Co., 
dealer-owned wholesaler at Minne- 
apolis: “Unplug all extension cord 
hook-ups before you lock up the 
store for the night.” 


Tcy shortages hinder a 
bigger sales recovery 


Toys, like about all other lines, 
were slapped down in the first half 
of the year by the recession. Toys, 
like most other lines, have seen 
sales stage a sharp comeback in 
the second half, according to B. F. 
Michtom, Ideal Toy Corp., New 
York City. 

“Cautious buying held toy manu- 
facturers’ orders down until Octo- 
ber. Then we were flooded with 
last minute orders. The result was 
a toy shortage for Christmas,” Mr. 
Michtom said. : 

Going into the Christmas season, 
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Sales-making | EPUSIED.- 


Mewuy-bo-K 


DISPLAY RACK 


FREE! 


STUP ) } 
7 | FINEST 
Reet) FIXAT 

| PRODUCTS 





FEATURING ( FIX-IT PRODUCTS 


© 12SPA-1 DURO PLASTIC ALUMINUM (5'/, oz. tubes) 
© 6PR-1 DURO PLASTIC RUBBER (Black) 

© 6PP-1 DURO PLASTIC PORCELAIN 

© 4 WPR-1 DURO PLASTIC RUBBER (White) 

© 405-1 DURO EPOXE CHEMSTEEL 

® 4HA-7 DURO PLASTIC handy-patch 


Retail Vaiue of Merchandise .... $36.00 : 
j Retail Value of Special Rack ...... 5.00 ’ 
, Your Dealer Cost Only $21.60 . 


(Rack & merchandise shipped compiete in 1 carton) 
, ORDER from Your Jobber TODAY! 


THE 


WOODHILL 


CHEMICAL COMPANY 


1390 E, 34th St. * Cleveland 14, Okio 


“Originators and World's Larges? 
Manufacturers of Plastic Aluminum"' 
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| toy sales were down 3 percent from 












1957. Sharp toy sales increases 
mean that the gap will be narrowed 
by Christmas, but shortages will 
prevent new records to break last 
year’s $1.25 billion, Mr. Michtom 
said. 


Sears has Nov. record; 

Ward's sales declined 
Record sales for the month were 

recorded by Sears, Roebuck & Co. 


in November. The November vol- 
ume of $367.7 million was 6.7 per- 


_ cent above the same month last 
year. 


Montgomery Ward & Co. 


volume was $108.4 million. 


Manufacturers expand, 
move to new facilities 


Dicks - Armstrong - Pontius has 
opened a new production and ser- 


_ vice plant at Tampa, Fla. 


Fulton Bag & Cotton Mills has 


started a $2 million program to 
expand equipment and services in 
| Atlanta, Ga. 


Hamilton Manufacturing Corp., 
Columbus, Ind., will expand its fa- 
cilities over 25 percent in a new 


| $244 million program. 


Cortland Line Co., Inc., New 
York, recently opened a new plant 
in Fresno, Calif. 


Manufacturers name new 
distributors for lines 


The _ following manufacturers 


| have named new distributors for 


their lines: 

Lawn-Boy, Lamar, Mo., a divi- 
sion of Outboard Marine Corp., 
Waukegan, Wis.—Farwell, Ozmun, 
Kirk & Co., St. Paul, Minn.; Knapp- 


‘Spencer Co., Sioux City, lowa, and 


Joe H. Brady & Associates, Bir- 
mingham, Ala. 

Hamilton Manufacturing Corp., 
Columbus, Ind.—Brantz Co., Ince., 
Philadelphia, and Conron, Inc., 
Danville, Ill. 

Mastic Tile Corp. of America, 
Vails Gate, N. Y.—Poole Distrib- 
uting Co., Toledo. 








No- | 
vember sales declined .4 percent | 
| from last year. The November sales | 




















Quality Pliers 
Customers Ask For 


When customers whu know good 
tools ask for pliers, they invari- 
ably ask for Kleins. Kleins are the 
standard by which other pliers are 
judged ... backed by over a cen- 
tury of experience. 

Kleins are available in a wide 
range of sizes and styles to meet 
every need. Be sure you have a rep- 
resentative stock of the most popu- 
lar items. 

A recently developed selling dis- 
play board on your counter will 


_ help you sell more of these quality 


tools. Your hardware jobber can 


supply it. 
Write for FREE 
Pocket Tool Guide 


FREE POCKET 
TOOL GUIDE 


A free copy of the 
new Klein Pocket 
Tool Guide will be 
sent on request 
without obliga- 
tion. 
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EASY-T0-SELL 


ez CUP HOOKS 


Brass, eac 


populcr colors 
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One-Piece Durable 
6 sizes ('/." fe 4") in Nickel and 





sz UTILITY HOOKS 


Handy self-screw all purpose hook in 
bright plated oe 2-to-a-card or | 


ih. boxes 








s™=53" COAT HOOKS 


Lacquered Brass, 


Nickel, 


Chrome or Bright Iridite 


Finish in boxes of 
2 flat head steel 
per hook. 





in an attractive 
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“WING NUTS 


Bright rustproof finish . . . 
4 popular sizes... 


boxed 
counter 


display. Also available in 
bulk or packaged 
100 to-a-box in a 
ane ge on gpa of 


boxes of 100 in all thread 
sizes. 


of 
includiy; DRAPERY RINGS, SCREEN & 























"Yuba": a new name in 
the hardware business 


(Continued from page 68) 


in May 1958 when it acquired 
Weber Engine:red Products Inc., 
9f Cincinnati. Weber has been well 
known in the hardware trade, es- 
pecially for its Choremaster line, 
marketed through wholesalers. 


Consolidated: two names 


With tirese two product lines, 
Yuba began a consolidation phase. 
Yuba Power Products Co. was 
formed as a subsidiary of Yuba 
Consolidated. The new company, 
with headquarters in Cincinnati, 
became the operating unit for both 
Shopsmith and Choremaster. 

The new operation is headed by 
Lou Weber as vice-president and 


| general manager, and John Snow- 


ball as vice-president and assis- 
tant manager. 

Ken G. Woolley has responsi- 
bility for the corporate consumer 
product field sales force, with Joe 
L. Ludwick the subsidiary sales 
manager. Two separate sales 
forces are used partly because the 
Shopsmith line is sold direct to 
dealers and Choremaster is han- 
dled through distributors. The 
Weber facilities in Cincinnati 
were increased by leasing an addi- 
tional 80,000 sq ft of warehouse 
space. Manufacturing operations 
were also consolidated. 


New lawn, garden lines 


Since the consolidation of Magna 
and Weber, Yuba has introduced 
a new line of lawn and garden 
power equipment under the “Yard 
Smith” trade name. This is a direct 
to dealer line. 

Thus, the benefits of “contra- 
seasonal” marketing are being 
realized. Meanwhile, plans are be- 
ing made to also integrate the 
various lines at the consumer level. 

For example, plans are being 
considered to offer consumers who 
buy one item, a gift certificate that 
would offer a small discount on 
other Yuba products. 

In the meantime, the method of 
distributing the lines remains un- 
changed. 


THE ey CALLS 


“DYKEM 
STEEL BLUE 


Popuiar package 8-oz. can fitted with == 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
= ‘The dark blue background makes the 
s scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
ciency and accuracy. 


Write for full information 


= THE DYKEM COMPANY = 


Established 1920 
23058 North 11th St. «+ St. Louis 6, Mo. 














GIBSON 
GRIPPER 
CLIPS 





KEEP 
THINGS 
| IN PLACE 
BRIGHT FINISH Double Spring Action 
NO JUTTING POINTS 2 Sizes Hold Mest Handles 


GIBSON GOOD TOOLS, INC., Sidney 6, N.Y. 


























Changes 


New products and new 
trade names are con- 
stantly being added to 
the listings for the next 
Directory Number of 
HARDWARE AGE. 


Therefore, if you do net 
find in the current issue 
of the Directory Number 
the product you are inter- 
ested in, write to the 
“Who Makes It" Editec. 
He'll be glad te serve 
you. 


HARDWARE AGE 


Ches.nut ard 56th Sts.. Phila. 39, Pa. 
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Champtow SPRINKLERS 





L'ST PRICE 








ANTI-SYPHON CHECK VALVE $450 


Full water-way.No restriction, %"’ pipe 


Swivel seat for long life, 4" pipe 





POP-UP SPRINKLER HEAD — $49 


Pops up 1%” above grass 


REGULAR SPRINKLER HEAD 


Fully adjustable, solid brass 50 


HOSE TO PIPE FITTINGS 


Various sizes available 


. HOSE Y 


Ideal for Siamese connections 














OUR PRODUCTS MANUFACTURED FROM HIGH QUALITY BRASS, 
GUARANTEED AGAINST DEFECTIVE WORKMANSHIP 
PRODUCTS SOLD THROUGH YOUR LOCAL JOBBER ONLY 


CHAMPION BRASS MFG. oF 








1460 NAUD ST. @ LOS ANGELES 12 CALIF. © CApitol 1-2108 
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SIMONDS SAW AND STEEL CO., TGnaune. MASS. 
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THE SNOW: ‘WHITE PLASTIC IN A TUBE 


TUB and TILEN}D 
CAULK 
PROVEN 5 "2 


DE WITT PRODUCTS CO. @B its 
5854 PLUMER ST. ° DETROIT 9, MICH. RETA 
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és UNION VALVE (Non Union $2.60) 50) 
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Cleveland 19, Ohio 


> iargest manufacturer 
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News About Dealers: Peoples Hardware Co. 
Opens 19th Store In Capital; Plans More 





Washington, D. C.—Peo- 
ples Hardware Co. has 
opened a new store in the 
Wildwood Manor Shopping 
Center in Bethesda, Md. 
This is the 19th store carry- 
ing the Peoples banner in 
the Capital area. The new 
store is an ultra modern, 
self scrvice unit and is the 
third Peoples store of this 
type opened this year. Two 


more large modern stores 
are already in the works for 
1959, according to Samuel 
Del Vecchie, president. The 
Bethesda store, designed and 
engineered by Angelo D. 
Valenza, Peoples vice-presi- 
dent and general manager, 
has the latest fixtures and 
parking space for more than 
625 cars. 

(Continued on page 76) 








STUART H. LANE 


S. H. Lane Elected As 
Union Fork President 


Edward Durell, former 
president of Union Fork & 
Hoe Co., Columbus, Ohio, has 
been elected to the new of- 
fice of chairman of the board. 
Stuart H. Lane has suc- 
ceeded Mr. Durell as presi- 
dent. 

Mr. Durell has been as- 
sociated with the company 
for 40 years and had been 
its president since 1932. Mr. 
Lane had previously been 
executive vice-president and 
general manager. 


Brand Names Entries 
Due By Janucry 10 


You have until Jan. 10 to 
get your entry in for the 
Brand - Name-Retailer-of-the- 
Year Competition. 

Hardware-housewares 
store is one of the 26 catego- 


+4 


ries of retailers in the com- 
petition. Awards are made 
in each category for re- 
tailers who have done out- 
standing jobs in featuring 
brand merchandise. 

An entry form is avail- 
able from the Ecand Names 
Foundation, 437 Fifth Ave., 
New York 16, N. Y. 


Hotels Allot Space For 
Southern Convention 


Hotel reservations for the 
Southern Hardware Conven- 
tion are now being accepted 
by Palm Beach hotels. 

All requests are to go to 
hotels. The associations do 
not have contrul or jurisdic- 
tion over hotel accommoda- 
tions. 

Headquarters of the asso- 
ciations, Southern Wholesale 
Hardware Assn. and the 
American Hardware Manu- 
facturers Assn., and activ- 
ities of the convention April 
12-16 will be in the Biltmore 
Hotel. 


Van Camp Hardware Co. 
Hold Merchandise Show 


Van Camp Hardware & 
Iron Co., Indianapolis whole- 
saler, will hold its first hard- 
ware show Jan 27 and 28, 
in the Indiana Theatre Ex- 
hibit Hall, Indianapolis. 

The show will be known as 
the Van Camp Spring and 
Summer Merchandise Show. 





OSCAR T. JACOBSEN 


Jacobsen Mfg. Elects 
President, Chairman 


Oscar T. Jacobsen, former 
president, has been elected 
chairman of the board of 
Jacobsen Mfg. Co., Racine, 
Wis. He will remain active 
in the business. 

Einar A. Jacobsen, former 
vice-president and general 


EINAR A. JACOBSEN 


manager, has been elected 
president. He continues as 
general manager. 

Charles A. Livesey, vice- 
president and sales manager, 
has been elected to the board 
of directors. Mr. Livesey 
joined the firm in 1947 and 
lias been in charge of sales 
since 1954. 





Rose, Kimball & Baxter 
Appoints Swarthout 


Chuck Swarthout has been 
named promotion and adver- 
tising manager for Rose, 
Kimball & Baxter,  Inc., 
wholesaler of Elmira, N. Y. 

Mr. Swarthout will handle 
the preparation of circulars, 
grand opening advertising, 
and other promotional activ- 
ities of the program deaiers 
associated with: Rose, Kim- 
ball & Baxter. 

For the past six years 





CHUCK SWARTHOUT 


HARDWARE 





' Serew 


Mr. Swarthout had been a 
buyer-sales manager of the . 
electrical department of the 
wholesaler. Previous to that 
he had been a salesman on 
the road for the company. , 


Noma Lites Canada Buys 
American Screw Stock 


A majority of the com- 
mon stock of American 
Screw Co. has been pur- 
chased by Noma Lites Can- 
ada, Ltd. : 

Forma! anouncements have 
not been made about opera- 
tion of the .company, but 
current plans are to con- 
tinue operation of American 
under its present 
management and:policies. — 

Several offers were made 
recently to buy the stock and 
the assets, of American 
Screw, threaded fastener 
manufacturer at Willimantic, 
Conn. Noma Lites, Canada 
acquired control through 
purchase of more than 60,- 
000 of the 117,952 shares out- 
standing. Noma Lites Can- 
ada is the Canadian subsidi- 
ary of Noma Lites, Inc. 
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JAMES 


MARONE 


Pittsburgh Wholesaler 
Names Three Executives 


American Hardware Sup- 
piv Co., Pittsburgh dealer- 
owned wholesaler, has named 
three new executives. 

James Marone, a raember 
of the buying department for 
15 years, is now manager of 
purchasing. 

Charles F. McHugh, now 
manager of rua?! selling, has 
been with the company for 
five years, most recently as 
a dealer-representative in 
central and eastern Pennsyl- 
vania. 

Dwain Roehm, new man- 





CHARLES F. McHUGH 





DWAIN ROEHM 


ager-advertising and promo- 
tion, joined the company last 
May. 





Long Elected President 
Of Toy Manufacturers 


Richard E. Long, presi- 
dent of Eagle Rubber Co., 
Ashland, Ohio. has been 
elected president of the Toy 
Manufacturers of the 
U.S.A., Ine. Election was 
held at the group’s 42nd an- 
nual meeting held at New 
York’s Waldorf-Astoria Ho- 
tel, Dec: 8. 


Toy makers from all over. 


the country attended the 
two-day session where an 
atmosphere of optimism 
held sway throughout the 
meetings. 


R. S. Taylor Promoted 
By Hanlon & Goodman 


Robert S. Taylor has been 
promoted to assistant sales 
manager of Hanlon & Good- 
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man Co., Belleville, N. J. He 
will make field trips to work 
with company and distribu- 
tors’ salesmen. He will also 
continue as assistant to the 
vice-president to supervise 
special projects. 


Dealer Sponsors 2 Hr 
TV Show in St. Louis 


Central Hardware Co., St. 
Louis hardware dealer, will 
sponsor a new half-hour tel- 
evision program starting 
Jan. 15. This is the first big- 
time venture into television 
by Central, which has five 
stores in the St. Louis area. 

Central plans to back up 
advertising on the program, 
ealled Bold Venture, with 


listings of items in weekly 
newspapers and 
displays. 


in-store 


Heitmann And Bering-Cortes Plan Merger; 
Stockholders Te Act On Proposal Dec. 30 


F. W. Heitmann Co. and 
Bering-Cortes Hardware Co., 
two well-known Texas whole- 
salers located in Houston, are 
planning to merge. 

Directors of both firms 
have approved an agreement 
on the terms of the consoli- 
dation. This agreement will 
be submitted to stockholders 
for approval on Dec. 30. 

Plans call for the consoli- 
dated company to occupy the 
present warehouse buildings 
of the Heitmann Co. at Kress 


and Old Clinton Dr. 
Bering-Cortes will end its 
lease on its present quarters 
on Prairie and Milam Sts. 
The Heitmann Co. was 
founded in 1865; Bering- 
Cortes was started in 1885. 
The proposed new firm will 
be capitalized at $2,500,000. 
There will be 2,000,000 shares 
of common stock of $1 par 
value. There will also be pre- 
ferred stock and debentures 
amounting to $500,000. 
(Continued on page 76) 





Ray-O-Vac Co. Elects 
Sales Vice-President 


Owen R. Slauson, former 
general sales manager, has 
been elected vice-president 
for domestic sales of Ray-O- 
Vac Co., Madison, Wis. He 
replaces J. A. MclIinay who 
has been elected marketing 
vice-president of the paren. 
Electric Storage Battery 
Co., Philadelphia. 

Mr. Slauson joined Ray- 
O-Vac as a sales correspon- 
dent in 1937. In 1948 he 
became midwest regional 
manager. In 1955 he was 
named distributor sales 





OWEN R. SLAUSON 


manager and last year he 
became general sales 
manager. 





Appliance Buyer Named 
By Stambaugh-Thompson 


Joseph W. Hudgens has 
been appointed buyer and 
manager, major appliances 
department, of The Stam- 
baugh-Thompson Co., 
Youngstown, O. 

Mr. Hudgens had retail 
store merchandising experi- 
ence working in his father’s 
general store and as a major 
appliance buyer for large de- 
partment and home furnish- 
ing stores in Akron, Ohio, 
and Pittsburgh. He is a mem- 
ber of the Pittsburgh House- 
wares Club. 


Major appliances at Stam- 
baugh-Thompson include re- 





JOSEPH W. HUDGENS 


frigerators, ranges, washing 
machines, driers, ironers, 
sweepers, dehumidifiers, ra- 
dios, television, and record 
players. 
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Franklin Hardware Co. 
Holds Group Meetings 


Franklin Hardware & Sup- 
ply Co., Philadelphia dealer- 


owned-wholesaler, held 10 
group meetings in Pennsy]- 
vania, New Jersey and Dela- 
ware. 

“You Asked for It” 
the theme. 

More than 95 percent of 
the Franklin Associated 
Stores were represented. 

Franklin Hardware officers 
reported that 1958 sales av- 
eraged 11 percent over sales 
for the same period in 1957. 
October, 1958, volume showed 


was 


a 28 percent gain over the 
same month in 1957. 

Arthur L. Rudnick, assis- 
tant treasurer, gave the com- 
pany’s financial report at 
each meeting, and outlined 
budget selling methods for 
dealers. 

Richard B. Gilpin, paint 
department manager, spoke 
on “A New Slant in Selling.” 

The company’s 1959 adver- 
tising program was pre- 
sented by William Brigg- 
man, field representative. 

Richard S. Broderick, sales 
manager, spoke on “Planned 
Success—the Program 
Store.” 





Casco Names Babcock 
General Sales Manager 


William F. Babcock has 
been appointed general sales 





WILLIAM F. BABCOCK 


manager of Casco Products 
Corp. 

Mr. Babcock was general 
sales manager of Hamilton- 
Skotch Corp., New York. Be- 
fore that he served as presi- 
dent and general manager of 
Liberty Marketing Corp. 


R. F. Kelley Elected 
President Of Waring 


Raymond F. Kelley has 
been elected to several posts 
within Dynamics Corp. of 
America. He has been elected 
chairman of the board and 
president of the corporation, 
chairman of the board and 
president of Reeves Instru- 
ment Corp., and president of 
Waring Products Corp. War- 
ing and Reeves are subsidia- 
ries of Dynamics. 


Dominion Electric Buys 
Some Gilbert Products 


As part of its expansion 
and diversification plans, Do- 
minion Electric Corp., Mans- 
field, Ohio, has bought tools 
and equipment of the elec- 
trical appliance division of 
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A. © 
Haven. 

Purchases include hand vi- 
brator, hand vitalator, floor 
model belt reducing machine, 
portable mixer, hair dryer 
and a power drill. 

Dominion’s plans for pro- 
duction and promotion of 
these items will be announced 
at an early date. 


Gilbert Co., 


New 


Bruning Plays Host to 
Painting Contractors 


Painting contractors in 
Winston-Salem, N. C., were 
guests at a recent meeting 
sponsored by Bruning Bros., 
Inc., Baltimore paint manu- 
facturer, and its local dis- 
tributors, Town & Country 
Hardware. 

The meeting discussed the 
betterment and  beautifica- 
tion of communities by 
painting contractors. 


Michigan Wholesaler 
To Hold Dealer Show 


The first dealer merchan- 
dise show of Geo. C. Wether- 
bee & Co., Detroit whole- 
saler, will be held Jan. 25-27 
in the Detroit-Leland Hotel, 
Detroit. 

More than 100 manufac- 
turers will have booths ex- 
hibiting their merchandise 
for these Michigan dealers. 
There will be a daily prize 
and specials in each booth. 
The grand award of the show 
will be a hi-fi set. 

The Wetherbee show will 
take up three ballrooms and 
part of the lobby of this 
downtown hotel. The show 
will be open from 1 to 10 
p.m. Jan. 25 and from 2 to 
10 p.m. Jan. 26 and 27. 

R. J. Van Steenis, sales 
manager of Wetherbee, is in 
charge of the show. 


News of the Trade 


News About Dealers: 





(Continued from page 74) 


Elgin, Ill. — NEw Super 
ACE HARDWARE STORE, 215 N. 
Spring St., recently held a 
grand opening.-The 80 x 190 
ft building has 15,200 sq ft 
on one floor. The store has a 
supermarket type entrance in 
front, and a rear entrance 
off a parking lot enclosed on 
two sides with fencing. A 
feature of the store is 25 ft 
gondolas, color matched by 
aisles. 


Greeley, Colo. — STOCK- 
FLETH HARDWARE opened in 
the Hillside Shopping Center. 
Mr. and Mrs. Ted O. Stock- 
fleth own the store. He is a 
former half-owner .of a 
Coast-to-Coast store in Gree- 
ley. 


South Bend, Ind. — SOUTH 
BEND HARDWARE has opened 
for business at 3622 Western 
Ave. James Monxeray is the 
owner. 


Dutton, Mont. --- CHEET- 
HAM’S HARDWARE was re- 
modeled. James Av Cheet- 
ham, owner, has installed a 
new front and fixtures. ° 


Elwyn, Pa,—ELWYN HARD- 
WARE has enlarged its sales 
floor by removing a partition 
into a rear room. ) 





RICHARD C. WRIGHT 


Wright Named Revere 


Advertising Manager 
Richard C. Wright has 


been. named advertising. 


manager of the Rome Mfg. 
Co. Div., Revere Copper & 
Brass Inc., New York. He 
will continue as sales pro- 
motion manager for the 
division. 

Mr. Wright started with 
Revere in 1956 as assistant 
adver’ ‘sing manager ‘of the 


utensil department and a- 


year later became sales pro- 
motion: manager. 


HARDWARE 














FRED V. FOWLER, 


JR. 


F. V. Fowler, Jr., Heads 
Fred Fowler Co. Sales 


Fred V..Fowler, Jr., has 
been elected vice-président in 
charge of sales, Fred Fowler 
Co., Stoughton, Mass. 

The company ftrnishes 
dealers with the Teddy line 
of housewares including 
mops, brooms, wax applica- 
tors, «window - washers and 
cellulose sponges. — 


Heitmann, Bering-Cortes 


Plan Merger Dec. 30 
(Continued from page 75) 


Further details on the: pol- 
icies and personnel of the 
merged company will be 
available after the stockhold- 
ers’ meeting on Dec. 30. 

Heitmann is a member of 
the Pro Distributérs group. 


G. R. Mallory Elected 
Kimball Corp. Officer 


George R. Mallory, former 
manufacturing manager, 
Kimball Mfg. Corp., San 
Rafael, Calif., subsidiary of 
Bristol-Myers Co., has heen 
elected vice-president. “He is 
responsible for’ manufactur- 
ing, engineering and re- 
search. 


Housewares Club Award 


More than. 1000 house- 


‘wares manufacturers attend- 


ing the Chicago Housewares 
Show, Jan. 12-16 at Chicago, 
have been asked to donate 
prizes for a unique party’ 
sponsored by’ the National 
Federation of Housewares 
Clubs, Jan.. 15, Congress 
Hotel. All housewares club 
members.across the country 
are invited to attend, at $3.75 
each. Three winners wili 4i- 
vide all the prizes. Top 
prize is the $5000 Rival Salad 
Bar of’ Rival Mfg.-Co., Kan- 
sas City, Mo. 
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News of the Trade 


brief reports of 


MANUFACTURERS SALESMEN 


@ Atlas Mineral] Products Co., Mertztown, Pa., subsidiary 
of Electric Storage Battery: Co.—Erik Van Anglen from 
technical sales representative in Philadelphia territory to 
district sales manager for the New York sales territory in- 
cluding metropolitan New York. 


@ Trewax Co., Culver City, Calif. — Charles Baldwin to 
Michigan; Dan Beifuss to Ohio; Fred Katz to Missouri and 
Kansas; William Louder to W. Virginia, Tennessee and 
Kentucky; and Dewey Anderson and Bill Engebretsor to 
jointly cover Illinois, Indiana, Iowa, Wisconsin and Minne- 
sota. 


@ Lowe Bros. Co., Dayton, Ohio—J. R. Desjardinas to 
north central district ‘manager; S. R. Bolick to manage 
eastern district offices in Jersey City, N.:J., which now in- 
clude former New England district formerly managed by 
Mr. Desjardinas. 


@ Reardon Co., St. Louis—Michael P. Maietta, formerly 
with Atlantis Sales Co., to metropolitan Chicago area; Earl 
L. Bishop, formerly of Carnation Co., to metropolitan Chi- 
cago area to call on key accounts; and Charles Huelsmann 
to St. Louis’ plant manager. 


@ Enterprise Paint Mfg. Co., Chicago—Robert Miesen to 
Minnesota, eastern and northern S. Dakota and northern 
Wisconsin. 


@ Martin-Senour Co., Chicago—Phil E. Needham from 
representative in Iowa to manager of the Chicago sales 
division. 

@ Plastics Horizons, Inc., Paterson, ‘N.. J.—Vincent W. 


Costellane, formerly assistant sales manager of Chester 
Packaging Prodticts Co., to salesman. 


@ Seamless Rubber Co... New Haven—Edwin Decker, for- 
mer assistant to the’ manager of the athletic division to 
Florida and southern Georgia. 











@ Patterson-Sargent Co., Cleveland—Franklin F. Lahre to | 


central Minnesota to succeed Russell I. Dyer who has moved 
to California. 


@ Master Mfg. Co., Cleveland — Jack Heiken to Indiana 
representative. 


@ Sharpe Mfg. Co., Los Angeles—J. W. Dayton to north- 
ern California regional sales. 





McKinney Honors Reeves’ 35-Year Service 






E. D. Reaves (right), New York representative for McKinney Mfg. 
Co. Prt.ourgh, Pa., receives a watch in recognition of his 35 years of 
' service. John Gibson, Jr., chairman of the board of McKinney, pre- 


sents the owara. 
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SABSCO sor says... 


“These JABSCO 
portable pumps 
are profit builders 
that sel/ 
themselves!” 


Because Jabsco Portable Pumps 


are lightweight, self-priming 
and dependable! 





For farm —fills tractor tires, waters 
livestock, drains fields and ponds, etc. 


For plumbers and home owners — drains 
water heaters, pumps flooded basements, 
pumps cesspools and cisterns, drauis 








inaccessible water accumulations, etc. 


For industry— wherever iiquids, semi- 
solids, and/or slurries are transferred, 
finds unlimited useage. 


Cash in on Jabsco portable pumps now. Jabsco’s famous self-priming 
design features high performance with a minimum of service and 
maintenance. Sturdy brass construction with neoprene impeller. Auto- 
matic vacuum switch, for unattended operation, optional! 


Jabsco “Water-Mule” 2” pumps — ports threaded for ¥2” pipe thread 
or %” garden hose. 

e Electric—% h.p., 110-volt A.C. motor. Capacity: 660 GPH at 10° Head. 
e Gasoline—2%2 h.p. engine. Capacity: 900 GPH at 10° Head. 


Jabsco “Water-Buffalo” 1” pumps — ports threaded for 1” pipe thread. 
e Electric—% h.p., 110/220-volt A.C. motor. Capacity: 1500 GPH at 
10° Head. 


e Gasoline —2%2 h.p. engine. Capacity: 2100 GPH at 10’ Head. 


Get full details now. See Yellow Pages 
for your Jabsco distributor or write direct. 











JABSCO PUMP COMPANY 
1485 Dale Way, Costa Mesa, Calif. 


Gentiemen: Please send hardware circulars on Jabsco ‘“‘Water-Mule’’ and 
| “"Water-Buffalo” pcrtable pumps. 
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R-W Names A. H. Uhler 
Regional Sales Head 


Richards-Wilcox Mfg. Co., 
Aurora, Ill, has appointed 
Arthur H. Uhler western 
regional director. 

He will direct R-W sales 
and service branch offices in 
California, Nevada, Utah, 
Colorado, Arizona and New 
Mexico from the _ regional 
director’s office in Los 
Angeles. 

Mr. Uhler was with Stan- 
ley Works. He is a past 
president of the American 
Society of Architectural 
Hardware Consultants, and 





» ft - 
ARTHUR H. UHLER 
a former director of the 


Southwest Chapter, District 
18. 








C. GREGG GEIGER 


C. G. Geiger Manages 
Dutch Brand Sales 


C. Gregg Geiger has been 
promoted to general sales 
manager, Johns-Manville 
Dutch Brand Div., Chicago. 

His appointment is part of 
a division-wide program to 
give greater service in stand- 
ard and custom engineered 
product lines. 

Mr. Geiger joined the com- 
pany in 1947 as a market 
analyst, and was named mer- 
chandise manager of the 
Dutch Brand Division in 
1950. 


H. A. Willis Named As 
Daisy Sales Director 


H. Adrian Willis has been 
named director of sales and 
merchandising of Daisy Mfg. 
Co., Rogers, Ark., air rifle 
manufacturers. He will head 
up ali company sales and 
merchandising activities. He 
had previously been with 
Kelvinator Div. of American 
Motors Corp., in sales, ad- 
vertising and merchandising 
positions. 

Floyd R. Brandon and Rob- 
ert H. Cowan have been 
named as assistant directors 
of sales and merchandising. 
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Mr. Brandon will continue to 
make his headquarters at the 
New York office as its man- 
ager. Mr. Cowan will be in 
the home office. 


Johns-Manville Corp. 
Observes 100th Year 


Johns-Manville Corp., Chi- 
cago, currently is celebrating 
its 100th anniversary. 

The firm was originated 
in 1858 by H. W. Johns, 21 
years old, from West Stock- 
bridge, Mass., and now has 
22 diversified businesses. 

In 1901, the Manville Cov- 
ering Co. of Milwaukee 
merged with the H. W. Johns 
Mfg. Co., New York, to form 
the H. W. Johns-Manville 
Co. In 1920 the present firm 
name was adopted. 

Among the firm’s many di- 
visions is the Dutch Brand 
Div., formerly Van Cleef 
Bros., Inc., acquired in 1947. 


Lawn-Boy Training 


Engineering advances and 
refinements in the 1959 
Lawn-Boy line were intro- 
duced as part of the second 
annual Service Training 
Course held by the firm in 
Lamar, Mo. The conference 
was held for 35 educational 
directors of Lawn-Boy’s Na- 
tional Parts D:stributor Or- 
ganization. 


David Wink Retiring 


David Wink, 73, Texas 
representative for David 
Linzer & Sons, New York 
City paint brush manufac- 
turer, is retiring after 26 
years with the company. Mr. 
Wink’s brother, Ed Wink, 
with Lee Lawson and Ish 
Kimbrie]l will continue to 
serve Texas accounts for 
Linzer. 


News of the Trade 





E. R. Speare, ll, Elected 
Union Hardware Officer 


Edward R. Speare, II, has 
been elected vice-president- 
merchandising and gales of 
Union Hardware Co., Tor- 
rington, Conn., and its sales 
subsidiary Union Hardware- 
Sealand, Inc. 

Before’ joining Union 
Hardware Mr. Speare was 
national sales manager for 
Polaroid Corp., Cambridge, 
Mass. He has also served in 
sales capacities for Stanléy 
Works. 


EDWARD R. SPEARE, II 


780 Dealers Enjoy 
Wholesaler's Party 


Sol Ganz, Inc., Dumont, 
N. J., wholesale paint dis- 
tributor, held a gala din- 
ner-dance for its dealers in 
the grand ballroom of New 
York’s Astor Hotel, Nov. 23. 

There were 780 dealers 
plus representatives of sup- 
pliers, trade association ex- 
ecutives and members of the 
press present. 

The Ganz firm held the 
ball to thank its dealers for 
their help in bringing the 
wholesaler from a one em- 
ploye, 30 ft store to a mil- 
lion dollar distributor in six 
years. 

The speaker of the even- 






ing was M. C. Mauthe, 
board chairman of Bestt 
Rollr Co., Inc., Fond du Lac, 
Wis. Another highlight was 
the $5,000 worth of prizes 
given during dinner. 


Clarke Will Change 
Name January, * 


Clarke Sanding Machine 
Co., Muskegon, Mich. floor 
maintenance machine manu- 
facturer, will change its 
name to Clarke Floor Ma- 
chine Co. on January 1. 

Ernest’ Cooper, -president 
of Clarke, announced the 
purchase of a new - building 
for manufacturing purposes. 
This brings the firm’s total 
manufacturing and ware- 
house space to about 100,000 
sq ft. 


Conference Planned For 
Plumbing Distributors 


Wilkinson . Associates, 
Princeton, N. J., manage- 
ment consultant, will hold 


a conference for wholesale 
plumbing and heating dis- 
tributors Feb. 11-13 at. the 
Nassau Tavern, Princeton. 

Dr. George D. Wilkinson, 
president of Wilkinson: As- 
sociates, will supervise the 
conference planned to_ help 
executives find solutions to 
management problems. 

Julian J. Roberts has 
joined the Wilkinson organ- 
ization as director of busi- 
ness development. 


Argus Names Chapman 


Carlos A. Chapman has 
been named merchandising 
manager of Argus Cameras, 
a division of Sylvania Elec- 
tric Products, Inc., Ann Ar- 
bor, Mich. He was product 
manager of the division. 





Coleman Forms Three 
Marketing Divisions 


The Coleman Co., Wichita, 
Kan., has divided sales into 
three major marketing divi- 
sions. 

The div sions, each headed 
by a general manager and a 
staff of departmental man- 
agers are: outing products; 
home heating and air condi- 
tioning; and mobile home 
heating and air conditioning. 

A. QO. Beyer is general 
manager of the outing prod- 
ucts division with responsi- 
bility for design, develop- 
ment, market information, 
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distribution and service of 
all Coleman outing products. 

Charles E. Lahey, mer- 
chandise manager, and 
James E. Miller, manager of 
advertising and sales promo- 
tion, will be associated with : 
Mr. Beyer in administrative 
capacities. | 

James L. Moore, Jr., for- 
mer Coleman director of 
marketing services, has been 
appointed general manager 
of the home heating and air 
conditioning division. Robert 
H. Lowe, former director of 
advertising and sales promo- 
tion, heads'the mobile home 
division. 
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News of the Trade 








news in brief of 


MANUFACTURERS’ AGENTS 


@ Yard-Man, Inc., Jackson, Mich.—California, Nevada and 
Arizona to Dan Carmichael, former Jacobson mower repre- 
sentative; Alabama to William C. McCarty, Birmingham; 
Indiana to Bostwick Industries Corp., Kendallsville, Ind.; 
Illinois and Wisconsin to Norton & Rosenthal Sales Co., 
Chicago, and eastern territory including New York City, to 
Burt Sloane, Great Neck, N. Y. 


@ Dean & Watson, Inc., Columbus, 0.—new agency formed 
by Paul Dean, former Huffman Mfg. Co. representative and 
former buyer for Tracy-Wells Co., and Wally Watson, for- 
mer merchandise manager for Dues, Inc. The firm has its 
office at 3777 Walhaven Rd., Columbus, and will cover Ohio, 
Indiana and Michigan. 


@ H. B. Fisk & Co., Brooklyn, N. Y.—new agency formed 
by Henry B: Fisk, former assistant sales manager, New- 
burgh Metal Mfg. Corp. The firm will represent Ever-Betta 
Products Corp., Maspeth, N. Y., and B F & S Foundry, 
Brooklyn, N. Y. Office is at 180 Lenox Rd., Brooklyn 26, 
N. Y. 


@ United Staple Co., Long Island City, N. Y.—California 
territory to Western Hardware Sales Agency, Pomona, 
Calif. 


@ Osrow Products Co., Inc., Glen Cove, N. Y¥Y.—Colorado, 
New Mexico, Utah, E! Paso, Tex. and Wyoming to Sam and 
Joe Miller of M & M Sales: Virginia to William Heflin. 


@ Gries Reproducer Corp., ew Rochelle, N. Y.—Texas, 
Oklahoma, Arkansas and Louisiana to Fred W. Te~es Co., 
Dallas. 


@ Barclay Chemical Co., Cambridge, Mass.—East Coast 
states from New York to Florida to J. E. Bouchard Asso- 
ciates, Boston, Mass., for the Barclay. Big 4 line. 





Montana Dealer Group Elects Officers 





Frank J. Mersen, of the Farm Eauipment Sales Co., Glasgow, Mon- 
tana, has been elected president of the Montana Hardware and 
Implement Association at its annual convention held recently in 
Billings, Montana. W. S. Crichton, Crichton Hardware & Furn‘ture, 
Deer Lodge, was elected vice-president. Carry over directors are: 
Neil B. Beatty, Haas & Associates Imp., Great Falls; J. A. Cheetham, 
Cheetham's, Dutton; Michael E. Davey, Davey Motor Co., Columbus; 

. Hagenston, Hagenston Hardware Co., Glendive, and Herbert 
J. Zent, Zent Hardware, fe ome New directors are: Jack W. 
Churchill, Cfack’s Hardware, Havre, Ford Hughes, Service Supply, 
Cut Bank, and Gerald E. Melena, Solberg Implement Co., Scobey, 
Montana. Shown here left to right: James A. Cheetham, out-going 
president, Frank J. Mersen, and W. S. Crichton. 
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attractive 
eye-catching 
Sales-building 





All three sizes of Wing-Dings are dis- 
played. With this balanced inventory of 
just three sizes, you can meet all the xj —— 
hollow door and wall fastening needs "tame . as 
of all your customers. (Why stock 9? 
sizes when 3 sizes of Wing-Dings do 
the complete job?) 





Here’s a special deal that costs you nothing 
extra! Next time you order Hollow Door and 
Wall Fasteners, specify the assortment listed 
below. Then ask your jobber to include this 
handsome, colorful Merchandising Display and 
Dispenser. At no extra cost he’ll send along 
this useful Display for your wall or counter. 
Set up near your store’s traffic stream, it’s sure 
to produce extra sales on its own. 


Display shows where and how to use Wing- 
Dings in the home, hol‘ds the three sizes, makes 
them handy to casual “walk-ins”. 


Retaii Value Display plus 
100 Assorted Wing-Ding Anchors — $8.00 
includes: 
1 Box Hollow Door Fasteners 
(10 cards — 4 per card) 
2 Boxes Dry Wall Fasteners 
(20 cards — 2 per card) 
1 Box Plaster Wall Fasteners 
(10 cards — 2 per card) 


Order your Merchandising Display with the 
4-box assortment of Wing-Dings from your 
jobber today. It comes to you complete in a 
shipper with simple set-up instructions. For 
full details request Bulletin 7926. Grae 


DIAMOND EXPANSION BOLT CO., INC. 
500 North Avenue + Garwood, Now Jersey 


Stocking Warehouses: Atlanta, Boston, Chicago, Dallas, Deaver, Detroit, 
Los Angeles, New York, Philadelphia, Pittsburgh, San Francisco, Seattle, 
St. Lovis, Washington, D.C. Also, Montreal, Toronto and Vancouver, Canada, 
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C. B. Alvord Manages 
Stanley Subsidiary 


Charles B. Alvord has been 
named vice-president and 


CHARLES B. ALVORD 


general manager of Stanley 
Building Specialties Co. of 
North Miami, Fla., a sub- 


sidiary of the Stanley Works 
of New Britain, Conn. 

Mr. Alvord succeeds Win- 
ston W. Peterson who was 
transferred to the main of- 
fice of Stanley Tools of New 
Britain, Conn. 

Mr. Alvord was with U. 8. 
Gypsum Co., Chicago, for 18 
years as district sales man- 
ager, merchandise manager, 
works manager of the War- 
ren, Ohio, plant and opera- 
tions personnel manager. 


Tait Mfg. Celebrates 
50 Years In Business 


Tait Mfg. Co., Dayton, 
Ohio, held an anniversary 
party recently to celebrate 50 
years of business. It was one 
of a series of events held this 
year to mark the occasion. 

This dinner also became a 





OBITUARIES 





Edouard A. Nicollet 


Edouard A. Nicollet, 57, 
president of Anchor Wire 
Corp., Long Island, N. Y., 





EDOUARD A. NICOLLET 


died suddenly Ndv. 30. Mr. 
Nicollet founded Anchor in 
1945 and has been the presi- 
dent and board chairman. He 
started his business career in 
his father’s Flower Products 
Corp. which combined with 
Paramount Wire in the 
1930's. 


Clayton A. Raven 


Clayton A. Raven, 86, re- 
tired salesman of Supplee- 
Biddle-Steltz Co., Philadel- 
phia wholesaler, died Nov. 28. 
Mr. Raven started work in 
the firm’s warehouse in 1890. 
Down through the years, he 
served in several positions, 
inside and out. But, he spent 
most of his time in city sales 
until his retirement last June 
(see HA Aug. 14, p. 142). Mr. 
Raven was known for his tre- 


80 





mendous knowledge of hard- 
ware and was usually re- 
ferred to as “Mr. Hardware.” 


George Walter Davis 


George Walter Davis, 79, 
manufacturers agent, died 
at his home in Rumson, N. J. 
on Dec. 7. He had repre- 
sented Russell Harrington 
Cutlery Co. for more than 50 
years. He also represented 
Greenlee Tool Co., Rockford, 
Ill., and the Fletcher-Terry 
Mfg. Co., Forestville, Conn., 
for many years. 


G. Bruce McKee 


G. Bruce McKee, 71, re- 
tired vice-president and di- 
rector of The Salt Lake 
Hardware Co., Salt Lake 
City wholesaler, died Nov. 6 
after a long illness. He was 
a former treasurer of the 
Salt Lake City Chamber of 
Commerc> and a director of 
the National Association of 
Credit Men. 


Ben M. Asch 


Ben M. Asch, 82, manufac- 
turers’ agent, founder and 
board chairman of the Auto- 
motive Affiliated Represen- 
tatives, died Nov. 21 at his 
home in Freeport, N. Y., 
after a long illness. 


James Herbold 


James Herbold, 45, man- 
ager of the northeast district 
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surprise celebration of presi- 
dent Louis Wozar’s tenth an- 
niversary as head of Tait. 
Mr. Wozar, who became pres- 
ident of the firm in 1953, was 
presented a leather - bound 
book summarizing Tait’s 
progress in the past 10 years. 


Buffalo-Eclipse Elects 
R. F. Peo Chairman 


Ralph F. Peo, president of 
Houdaille Industries, Inc., 
has succeeded Rudolph B. 
Flershem as chairman and 
chief executive officer of the 
Buffalo-Eclipse Corp., N. 
Tonawanda, N. Y. Mr. Fler- 
shem has been elected vice- 
chairman. 

C. Neal Turner, president 
and general manager, was 
reelected. 





for Campbell Chain Co., 
York, Pa., died recently at 
his home in Lexington, Mass. 
He was one of the company’s 
oldest field representatives 
in years of service, and its 
first district sales manager 
in that area. 


Elva J. Dryden 


Elva J. Dryden, 74, Ells- 
worth, Kan., died Nov. 7. He 
operated a hardware store 
in Ellsworth for 31 years 
and owned stores in ‘other 
cities in Kansas for 25 years. 


Robert F. Jacobi 


Robert F. Jacobi, 67, 
board chairman and _ co- 
founder of Badger Paint & 
Hardware Stores, died Nov. 
7 in a Milwaukee hospital. A 


son, Robert A., is treasurer 


and state representative for 
Badger Paint & Hardware 
Stores. ) 


Harry P. Lambrecht 


Harry P. Lambrecht, 86, 
retired heavy hardware 
buyer for The Salt Lake 
Hardware Co. Salt Lake 
City wholesaler, died Nov. 5 
in Walnut Creek, Calif. He 
was with Salt Lake Hard- 
ware from 1904 until his re- 
tirement in 1949. 


Clarence W. Stricker 


Clarence William Strick- 
er, 68, vice-president and 
general sales manager of 
Auto Sun Products Co., Cin- 
cinnati, and owner of New- 
town Hardware Co., New- 
town, Ohio, died Nov. 5 in 
Miami, Fla. 


HARDWARE 


‘pital several weeks ago. 
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R. S. Conybeare Heads 
Lenox Plastics Sales 
Robert S. Conybeare has 


been named general sales 
manager of Lenox Plastics, 
Inc., St. Louis dinnerware 
manufacturer. He was gen- 
eral sales manager of Rub- 





R. 8S. CONYBEARE 


bermaid, Inc. For the last 
three years he was director 
of marketing for A. G. 
Spalding & Bros., sporting 
goods manufacturer. 





John L. Hughes 


John L. Hughes, 59, south- 
western representative for 
LCN Closers, Inc., died of. a 
heart attack in a Dallas hos- 
He 
was a charter member of the 
American Society of Archi- 
tectural Consultants, a mem- 
ber of the Texas Bui ! 
Hardware Club, an assoc’. 
member of the National 
Builders’ Hardware Associa- 
tion. 


George F. Fischer, Sr. 


George F. Fischer, Sr., 87, 
retired Bucyrus, Ohio, hard- 
ware dealer, died Nov. 5 af- 
ter® an illness of several 
weeks. , 


Edward Hudson Canon 


Edward Hudson Canon, 
treasurer, general manager 
and one of the founders of 
Standard Dry Wall Prod- 
ucts, New Eagle, Pa., died 
recently. 


Edwin Klinger 


Edwin Klinger, Gutten- 
berg, N. J., hardware dealer, 
died recently. He operated a 
store his father founded 
more than 40 years ago. 


Albert Hugh Selden 


Albert Hugh Selden, 54, 
Clyde, Kan., hardware 
dealer, died on Nov. 5. 











W. N. Dixson, Jr., president of Brown-Rogers- 
Dixson Co., Winston-Salem, N. C., wholesaler, 
shows off his newest golf trophy. Mr. Dixson 
won this revolving $1500, solid silver trophy 
by topping the field in the Southern Hardware 
Golf. Assn. tournament (see HA Dec. 4, p. 
104). The trophy was put into circulation for 
the first time this year. Mr. Dixson and his 
sons have won a wide selection of trophies in 
other golf tournaments. They are displayed 
behind him in this trophy case in his home. 


Two wholesale representatives from the South 
were on hand for the television spectacular 
"Wonderful Town" telocast Nov. 30 from New 
York. James E. Perry (far left), Stratton 
Warren Hardware Co., Memphis, and Wilson 
DeFore (center), Townson Paper Co., Jackson, 
Miss., each won a trip for two to see the show. 
Greeting them is Harold T. Millikan, market- 
ing» manager of Westclox Div., General Time 
Corp., which sponsored the show and the draw- 
ing for the trips. 

» 


Officials, dealers and their wives take time 
out for dinner during one -of two recent sales 
meetings held by. Bolens. Products Div., Food 
Machinery & Chemical Corp., Port Washing- 
ton, Wis. The firm's 1959 line of outdoor 
power equipment was unveiled for more than 
350 dealers at New York's Park Sheraton Hotel 
and Chicago's Knickerbocker Hotel. John H. 
Widder, Bolens sales manager, is at the center 
of the speakers’ table and H. F. Engelking, 
general manager, is to the right of Mr. Widder. 
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Classified Opportunities Section 









Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words........... $5.00 
Bech additional word........... .10 
Positions Wanted 
(Special Rate) set solid, maximum 
Pe NEEL co cukah sudan pebewiedil «ei ccecws 2.00 
Each additional word........... 5 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 
Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 
Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


NOTE: Somp:..: of merchandise, literature 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, payable to HARD- 
WARE AGE—Classified Section, not currency 
or sfaips. 











Representatives Wanted 


Representatives Wanted 





Representatives Wanted 








10% — PLUS 
FREE STOCK PLAN! 


If you are selling Hardware or 
Housewares to large volume users 
and can secure national or semi- 
national representation for small 
firm with single quality item 
priced 7°, under competition 
write A.B.C., 3715 Highview 
Avenue, S. W., Canton, Ohio. 











BRITISH MANUFACTURER 


seeks outlet for volume sales of high qual- 
ity FEELER GAUGES. Most competitive 
terms and prompt despatch. Representa- 


tion required. Information and samples 
from Messrs. Jilton a Co., Ltd., 
539 Holloway Road, London N. En gland. 


ceaprphe Address: STILTONCO, STON. 











WE ARE LOOKING FOR MANUFACTURER’S 
AGENTS now calling EXCLUSIVELY on the Retail 
Hardware and Retail Lumber Yard Trade in the 
midwestern, southwestern, northwestern states and 
Virginia, Georgia, Alabama and New Orieans, La., 
to sell a complete line of fasteners. We offer a goed 
proposition with liberal commission. 


SHARON BOLT & SCREW CO., INC. 
ENDICOTT ST., NORWOOD, MASS. 














EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique 0 re- 
placement plumbing specialty item for 
sale to plumbing supply houses, hardware distrib. 
utors and retailers. Unique demonstration sells 
8 out of 10 om first call. Address: Box A-22, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 





delphia 39, Pz. 
MANUFACTURERS REPRESENTATIVE. 
National manufacturer of Builders Hardware 


needs representative now calling on Door Manu- 
facturers, Prefabricated House Manufacturers 
and other industrial hardware users in Florida, 
Georgia and South Carolina. Give — of lines 
now handled. Address: Box N-39, care of Harp- 


ke: Ace, Chestnut & 56th Ste. Philadelphia 


Ag t's ad REPRESENTATIVES WANTED 
FO ALL territories west of Mississippi by 
old pine manufacturer of Garden Spread- 
ers and Hose Re-ls. Write fully first letter 
including exact territory covered and present 
lines handled. Address: Box N-27, care of 
Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


SALESMEN TO COVER LONG ESTAB- 

(SHED TERRITORIES, Long Island, Nassau 
County and New Jersey. To call on Retail Hard- 
ware, Lumber and Mason Supply Dealers. Must 
be thoroughly experienced. Excellent opportunity 
for Live wire men. Address: Box N-43, care of 
Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 
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SALES REPRESENTATIVES 


Now calling on Retail Hardware Stores to sell 
new Fiberglass and Epoxy Repair Kit. Beauti- 
ful Pee Board Package. $1.49 Seller. Repairs 
anything. Will do what other adhesive items 
claim to do. If you call on Retail Hardware 
and Variety Stores let us send you literature. 


GLASS PLASTICS CORP. 


Dept. H, 1605 W. Elizabeth Ave., Linden, N. J. 











REPRESENTATIVES WANTED 


ps 
i Com mission— 
tories. 





U. S&S. Aluminum Products Corp. 
P.O. Bex (2, North Miam! Beach, Florida 








FRANCHISE AVAILABLE 


Preducts never before offered on the market, toe be 
sold to the construction, trucking, and automotive 
industry. All territories are now available. Give 
a complete resume of your background and territory 
you are interested in. 


HUDSON T. MARSDEN MFG. CO., 
645 Beahon Road, Rochester !!, 


INC. 
New York 














FACTORY REPRESENTATIVE DESIRES 
ASSOCIATES working Ohio, Indiana, Illinois, 
Wisconsin, Michigan with good reputation and 
coverage entire wholesale hardware and contract 
builders hardware field. e represent numerous 
major builders hardware manufacturers. Desire 
combining our sales efforts with aggressive associ- 
ates. For particulars write: Address: Box N-22, 
care of Harpware Acer, Chestnut & 56th Sts., 
Philadeiphia 39, Pa. 


SCREW MANUFACTURER interested manu- 
facturer’s representatives covering West Vir- 
gina, Western Penna., Ohio, Indiana, Michigan, 
Illinois, Wisconsin and Northwestern States, 
calling on wholesale trade, fastener jobbers, 
marine trade. Also leading users such as furni- 
ture mfg. Address: Box N-18, care of HarpWare 
Act, Che Chestnut & 56th Sts., Philadelphia 39, Pa. 

JE ARE OPENING THE TERRITORIES 
OF KENTUCKY, OHIO and WESTERN 
TENNESSEE. Have openings for energetic 
salesn:en to handie our line of inexpensive paints 
in corjunction with other compatible hardware or 
variety line you are now handling. Highest 
commissions paid on a product that is well estab- 
lished in 12 Southeastern states. This is an 
opportunity to handle competitive priced paint 
that is a tremendous merchandising item in all 
Give full details in first letter. 
Co., Inc., Hampton, Vir- 








types of stores. 
Hampton Paint Mfg. 
gina. 


SALES REPRESENTATIVES WANTED 
FOR HARDWARE line, to call on Hardware, 
Plumbing and Heating, and Air Conditioning 
Jobbers, Department Stores, and utomotive 
trade. Territories open in New England, Georgia, 
Florida, North and South Carolina, Virginia and 
West Virginia, Maryland, Minnesota, Philadel- 
phia, Baltimore, and Washington, D. C. Send 
full particulars and resume. Address: Box N-31, 
care of Harpware Ace, Chestnut & 5Séth Sts. 
Philadelphia 39, Pa. 
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WANTED 
Manufacturers Representatives 


Switchplates and House Numbers. Need representa- 
tion in many areas for a quality line of nationally 
known wrought iron and 24 kt. gold plated, 88¢ 
retail switchplates and 24 kt. gold plated house 
numbers. Attractively skin packaged, have had 
enthusiastic acceptance in the department store and 
wholesale trade. Contact Sam Beychok, Booth 
C-1012, NHS Show, January 11-14, Navy Pier, 
Chicago, or write Southern Fabricators Corp., 225 
Aero Drive, Shreveport, La. 








SALESMAN 


To call on RETAIL paint, hardware and building 
supply dealers. Our product is masonry paint—-the 
best made—and is nationally advertised. 
sell, this is an exceptional opportunity to build «a 
real future. Excellent commission on new and existing 
accounts. Write in full. Confidential. 


Address Box H-4!, care of HARDWARE AGE 
Chestnut & 56th Ste, Philadelphia 39, Pa. 














MANUFACTU RERS’ ’ REPRESENTATIV ES 
WANTED. Territories available in New York 
State, Michigan, Indiana, Illinois, Wisconsin 
and Kentucky. We manufacture a complete line 
of tubular products, including clothes posts, 
closet rods, mail box posts, etc. A representative 
with a following in Pacem Roce store, large chain 


store, and wholesale hardware trade desired. 
Please write giving full particulars. ZOPPELT 
MFG. CORP., 32 E. Bridge St., Berea, Ohio. 








LIMITED NUMBER OF TERRITORIES 
available for manufacturer's agents contacting all 
types of volume buyers. Just expanded our 
hardware-houseware specialty line, introducing 
two new products. Now presenting a diversified 
five-product line in 39¢-$1.98 bracket. All fast 
movers. Large repeat percentage. In-store dis- 
plays. Tide advertising support. Advertising 
allowances. Many established accounts. Clover 
Products, 1141 Atlantic Avenue, Rochester 9, 
New York. 


SALESMAN PLUMBING SPECIALTIES te 
sell for established national distributors, exclusive 





territory, 10% commission. Write full details 
with references. Replies confidential. Akron 
Supply Co., Inc., 216-218 Grand Street, Brook- 
lyn 11, New York. 





Accounts Wanted 


FASTENERS — RELATED 
New York above New York 


gland. Covering Hardware, 





HARDWARE. 
City, New En.- 


mill supply, marine 


jobbers, industrials and users. Open additional 
lines. odern offices and facilities. F. D. Co., 
10 S. Broadway, Nyack, New York. 





- LINES WANTED BY ‘COMPETENT ‘Sales 
Representative covering Southern Louisiana. 20 
years’ experience in sales to retail lumber yards, 
and hardware stores. Address: Box N-28, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 














Accounts Wanted 





Help Wanted 











REPRESENTATIVES 


Covering all phases of jobbers. Can render reliabie 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited WRITE ANCO Corporation, 7 
Wood Street, Pittsburgh 22, Pa. 





WANTED 


Salesmen seeking a quality, competitive paint 
brush line. Must have following among whole- 
sale and retail trade. Liberal commissions, 
protected territory. Give details regarding ter- 
ritory covered, background, references, etc. 


Address Box M-40, care cf HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


Business Opportunities 











Sell Florida Hardware Store 


Located rapidly expanding southern East coast 
waterfront area of Florida. Long ,lease or 
purchase option on valuable building, , Middle 
five figure. Same location over fifteeh years. 
No broker fee. 


Address Gox M-19, care of HARDWARE AGE , 
Chestnut & 56th Sts., Philadelphia 39, Pa. > 














Consistent, Conscientious, Concentrated cover- 
age of metropolitan New York and New Jersey. 


BOBROW LEWELL ASSOCIATES 
214 Broadway, New York 3, New York 
(We get results) 





ATTENTION MANUFACTURERS 


Established, well-rated manufacturers’ 
representatives offer you an opportunity 
to cover fully the area of Chicago and 
vicinity. Warehouse facilities available. 


Address Box N-40, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadeiphia 39, Pa. 














CUBA 


Manufacturers’ representatives covering the 
whole country interested in adding plumbing, 
building and hardware lines. Aggressive repre- 
sentation guaranteed. Prepayment of solicited 
samples. Commission basis. 


Address: Raul Rio, P.O. Box No. 4095, Havana, Cuba 








PLUS BUSINESS 


The Booming Caribbean countries offer plenty 
of PLUS BUSINESS if properly solicited. We 
know the accounts, have the hardware know- 
how to obtain for YOU the best possible 
results. Minimum commission 10%. 


TRANS-CARIBBEAN SALES CO. 


18! Hooker Avenue Poughkeepsie, New York 





NORTH-SOUTH 








_N CAROLINA AND VIR. 
GINIA. Established agent offering complete = 
frequent coverage at wholesale hardware and 
mill supply level. Interested in representing ma- 
jor hard-good manufacturer. Able and willing 
to perform all functions associated with distrib. 
utor sales. Address: Box N-33, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 





GROCERY CHAINS AND SUPERMARKET 
LINES WANTED by established Food Broker, 
Manufacturer’s Rep. offering alert, sound rep- 
resentation with three men covering western half 
of Missouri and Kansas. Drop shipments or to 
warehouse. Write FOARD BROKERAGE Co., 
1401 Fairfax Trfwy., Kansas City, Kansas. 





UPSTATE NEW YORK MANUFACTUR- 
ER’S Sales Agency wants lines for the Whole 
sale Hardware, Industrial Supply and Plumbing 
and Heating trades. Traveling three men all 
eight years experience calling on the trades. Ad- 
dress: Box N-38, care of Harpware AGE, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 


ATT’N MANUFACTURERS: have _ twenty 
years experience in Hardware, Housewares and 
Paint past ten years as Purchasing Agent and 
Sales Manager of Wholesale Hardware firm. Am 
opening centrally located Agency. Want limited 
number of lines for Missouri, Kansa., Oklahoma 
and Arkansas, full coverage guaranteed. Address: 
Rox N-34, care of Harpwaré Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 


MANUFACTURERS’ REPRESENTATIVE 
INTERESTED in a good competitive line of 
Bolts, Screws and Fasteners. Now calling on Re. 
tail Hardware, Lumber Yards and Welding Shops. 
All credit approved accounts. Northern TITlineis 
and Southern Wisconsin. Address: Box N-32, 
care of Harpware Acer, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 

















Help Wanted 











SALESMAN WANTED 


Leading manufacturer of mechanics hand 
tools for hardware and automotive trade 
has exceptional opportunity for an expe- 
rienced salesman located in the Mich- 
igan-Indiana-Kentucky area. Good salary 
plus incentives and expenses. Job re- 
quires sales ability, hard work and regu- 
lar traveling. Send résumé including 
salary requirement. 


Interviews to be arranged in area in 


near future. 


Address Box N-30, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















NATIONALLY ESTABLISHED HOUSE. 
WARES LINE. Sold in department stores, 
housewares and hardware distributors. Seeks 
established mfg. reps. Business getters only. New 
England States, Texas-Oklahoma, Rocky Moun- 
tain States, Louisiana-Arkansas-Mississippi, Ken- 
tucky, Washington-Oregon. Address: Box N-41, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


HOUSEWARES LINE ADVERTISED 
THROUGH DEPARTMENT stores and sold by 
hardware and housewares jobbers wants aggres- 
sive mfg. reps. for California, Carolinas, Eastern 
Pennsylvania, Georgia-Florida, Tennessee. Ad- 
dress: Box N-42, care of Harpware Ace, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 








Business Opportunities 


WANTED TO BUY! 


Surpluc nails of all kinds. Also nails 
that have been water ed. Must be 
in original cartons. Write us giving 
type, size and amount. 


SALT CITY SURPLUS CO. 


2005 Teall Ave., E. Syracuse, N. Y. 











WANTED SPECIALTY JOBBERS 


Travelizrg 3 to 10 men in the midwestern, 
southwestern and northwestern states. We 
have a good proposition for you to sell a com- 
plete fastener line that will fit in with your 
present operation. Write us for details. 


SHARON BOLT & SCREW CO., INC. 
ENDICOTT ST.. NORWOOD, MASS. 

















SPECIAL TRIAL ASSORTMENT! One-half 
dozen of each of our 50 most popular brass key 
blanks—$15.00. HAZELTON CHAIN CO., 81 
Kemble St., Roxbury 19, Mass. 





RETAIL HARDWARE STORE FOR SALE. 
Located in Aurora, Colorado, a few city blocks 
from Denver in a yell established and growing 
community. Handles hardware, paints, house- 
wares, and gifts. Well laid out and modern. For 
details Address: Box N-17, care of Haroware 
Ace, Chestnut & 56th Sts., Philadelpnia 55, Pa 








HARDWARE—Gercrai Store, estabiisied 19'S. 
completely modernized store, large variety hard 
and soft goods, $18,000 szock, A-1 location E=5t- 
ern town, rent $150, parking, no pear compett- 
tion, priced right, terms. Address: Box N-29, 
care of Hanpware Ace, Chestnut & 56th Sts., 


Philadelphia 39, Pa. 





Positions Wanted 





HAVE ABILITY—WILL TRAVEL. Aggres 
sive salesman (age 27) desires opportunity with 
progressive manufacturer. Six years of experi 
ence selling retail dealers, jobbers and _ imstitu- 
tional market, for national paint manufacturer, 
in state of Michigan. New Account Specialist. 
with excellent sale record. Address: Box N-26, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 





HARDWARE-APPLIANCE retail store. 
lished for over 40 years. Locat in central 
Calif. in main shopping area. Clean stock of 
hardware, housewares, gifts and paints with fran- 
chises on brand name appliances and televisio.. 
Modern store and fixtures. Excellent long term 
lease. Sales volume for 1957, $300,000. Sacrifice 
sale at well below cost due to age and ill health. 
For details Address Box M-26, care of Harp- 
ag 8 Ace, Chestnut & 56th Sts., Philadelphia 

_ re 


MANUFACTURER’S CLOSEOUTS AND 
SECONDS. Send samples or illustrations to- 
gether with quotatiuns to Brooknart Wholesale 
— Co., 1602 Brookpart Road, Cleveland 
; io. 


Estab 








WHOLESALE HARDWARE SALESMAN— 
Looking for position with future—15 years ex- 
perience in Retail Hardware, pewer tools, garden 
supplies, paint and houseware. Last 3 years as 
buyer and Asst. Mer. for a retail firm. Am- 
bitious, 29 years old. for further information 
write Address: Bex N-27, care of Harpwars 
Ace, Chestnut & 56th Sts., Phitndelphia 39, Pa 





LCS ANGELES EXECUTIVE—Under 45. 
For 12 years have owned and managed wholesale 
concern specializing in hardware, housewares, 
electricals, toys, etc. Open to salary, commission. 
or other suitable arrangement. Your replies held 
confidential. Address: Box N-36, care of Harp- 
ware Ace, Chestnut & 56th Sts., Philadelphia 39, 
Pa. 








Chang CS New products and new trade names are constantly being added to the listings for 
the next Directory Number of HARDWARE AGE « Therefore, if you do not 
find in the current issue of the Directory Number the product you are in- 
terested in, write to the “Who Makes It” Editor. He'll be glad to serve you. 


HARDWARE AGE 


Chestnut & 56th Sts., 
Phila. 39, Pa. 
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Come 
see 


what we are 
keeping under 
our hat till 


January... 


Atlantic City China 
and Glass Show 
booth 555-557 



























New awe-inspiring 
‘09 patterns and shapes in 


TEXASWARE 


28th National Housewares 
Exhibit, Chicago 
booth 516-578 


Plastics Manufacturing Company « Dallas, Texas 
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Available Now! 


NEW — AUTHORITATIVE — COMPLETE 
HARDWARE AGE 


BUILDERS’ HARDWARE 
HANDBOOK 


by Adon H. Brownell, A. H. C. 








All the basic facts about Builders’ Hardware presented in | 
simple, easy to understand language. 


Detailed descriptions of functions—applications—specifi- | 
cations and estimating. 


234 pages 
385 illustrations 
81/2” x 11” clothbound 


A time saving, profit making reference for 





Architects ° 


¢ Students *« Contractors 


Hardwaremen ¢ Teachers 


Skillfully organized and easy to understand, this exclusive 
handbook provides the information necessary to operate a 
basic builders’ hardware business at a profit. Not since the 
publication of "Taking the Mystery Out of Builders’ Hard- 
ware” by Mr. Brownell, in 1940, has there been made uvail- 
able in «ne source so much practical, down-to-earth in- 
formation about the builders’ hardware business. 


Recommended by 


National] Builders' Hardware Association 
and the American Society of 
Architectural Hardware Consultants 


Mail This Coupon Today 





Please send me ... copies of HARDWARE 
Hardware Age, Dept. Al or BUILDERS’ HARDWARE HAND- 
56th & Chestnut Sts. SOc by Adon H. igace Ane 

| will send payment upon recei 
Philadelphia 39, Pa. invoice in the amount of $8.00 per copy, 
plus 45 cents handling and postage. 


PRR PPPOE RRR EER REPRO REE EEE REC E CORT OTC ee EES 





CESSES ETHER eee 


CE ES MOTE EE ssi 
oT Ree FI ssi State... 


Check here if sending payment with order, saving you the 45 cents 
handling and postege charge. 
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““They’ve been making pick-ups three times 
a day since we started suggesting “Scotcn”’ 
Brand Masking Tape with every paint sale!”’ 





a 














NOW! sane eun 


for only 4.95 


With Exclusive Push-button Loading 7 
and Built-In Staple Extractor. > | 










Here’s the fastest selling staple gun on the 

morket today. Designed especially for home 
use. Staple sizes 44", 44. Nationally advertised. 
Immediate shipments—no wait, no delays. Order today. 


= - ® 
Swinglme: INC., cong tstand City 1, New York 




















SEE: PACK 


The Most Dramatic 
7 PADLOCK PACKAGE 


in the world... 


World's Largesf 
Producer of _ 
Brass Padlocks 


Slaymaker 


LANCASTER, PA. 


LOCK CO. 
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watch lini | in '59 


DIisesTton Division «= 2. me FPORTEAR COMPANY, INC. 








™— 


a alte J ALWAYS SELL GENUINE Oe. * 


 eaMOLLY 3 
ee ee a (=. ——— 


— Write for Free— - MOLLY CORP. 


“literature, SCREW ANCHORS and JACK NUS = Seliding, -Po, 








instead of Nien ae ef 


Here’s modern merchandising in staple, 
small-unit merchandise. Save extra 
handling ... build up the sale automat- 
builidng trade. Fine basic materials, pre- ically. Washers are pre-counted, ma- 
cision construction and operation ore but At eee oe yrcond 

” " Bane makes - J standard sizes, 
a few of the “reasons why” your trade 3/16” to 5/8” ID. 


ORDER FROM YOUR JOBBER. 


mrerrrerrarrgg || WROUGHT WASHER MFG. COMPANY 


STERLING 221 UTH BAY STREET . MILWAUFEE 7, WISCONSIN 
COMPANY ji fhous a : 


Builders’ Hardware of Proved Performance 


Over 50 years of specialization in design- 
ing and manufacturing hardware for the 













insists upon genuine National of Sterling. 



















SILENCE 





Set of 4 ina 
_ 3-color Box, 
—- =f 12 Boxes in 




















Upholstery Nail 













rs Carton 
pe i%"., iYe” . 








» %”, 0”, i 1/16", 1%”, 1%". 
” PROMPT SHIPMENT 
Ask your jobber, if he is not supplied, write 
ROBERT E. MILLER & CO., INC.., 





Rubber 
Crutch Tip 
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35 Pearl St.. New York 4, N. Y. 
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“NAT” STANDS OUT 


with the most complete line 


You can simplify ordering and stock handling, and still sell your customers 

the most complete line of high quality fasteners. National makes it possible. 

Handling is easier with National’s uniform packaging. Labeling is big and bold 
and color-coded for quick on-shelf identification and selection. All in all, your stock 
of National fasteners in the trim red and black boxes makes a much better looking, 
more smartly businesslike fastener department. 

And since the National line is the complete line, it pays to think National when 
you think about saving through one-source b1ying. 
Consider the facts —all the advantages of standardiz- | 
ing on Nationa! fasteners—and make the National Var 

ational 


line your line, because it stands out in every way. ‘ | a 


Ask Your Distributor . . . He Knows 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio . pret 
Pacific Coast: National Screw & Mfg. Co. of Cal. - 
3423 South Garfield Ave. « Los Angeles 22, Cal. 





Ask your jobber about these fast moving cordage 
items...they are all proven sellers, all pack- 
aged and priced to help you sell more this Spring. 


100% NYLON 
STARTER CORDS 


One of our biggest sellers. 
This market is terrific... 
power mowers and outboards 
need replacement cords. Be 
sure you have them this 
Spring. 


KITE TWINE 


Don’t miss this business. Nice 
counter display. Cord is 
wound on red, white and blue 
tubes. Looks very sharp and 
really sells. 


BRAIDED 
MASON’S LINE 


This is another year ‘round 
item. Mason’s line, awning 
cord, balance cord, fish string- 
ers, v2netian blind cord, dra- 
pery cord, dryer cord, etc. Try 
it for Spring Sales. 


NYLON SEINE 
TWINE 


Top quality, priced right. ready 
to go for Spring. This item 
moves from March till frost 
and some places longer. Ask 
your jobber for King Cotton 
brand. 


100% NYLON 
BRAIDED ROPE 
RACK 


Big sell in small space. This is 
the easy way to get into the 
Nylon Rope Business. Display 
rack is fr2e with initial order 
for 4 or more spools. 


CHALK LINE 


This is a yecr ‘round seller... 
there’s always chalk line busi- 
ness. Spring helps, ‘cause 
folks need lay-out line, tie- 
back line, etc. Be sure you 
have this on your order. 


HANDY CLOTHS 


These are perfect for all the 
Spring clean up chores. Spread 
out and load it up with leaves, 
weeds, cuttings and the win- 
ter debris. Then drag it off to 
the back lot. 


GREEN GARDEN 
JUTE 


We do a big volume in this 
every year...it’s a natural for 
Spring and Summer Sales. 
Order now, bulk packed or in 
SNAP-SACKS. 





